feed 


Charts, printed in seven 
colors and showing the com- 
parative range in prices for 
Bran, Middlings, Linseed Cz, 
Meal, Corn, Oats, Gluten 
Feed and Cottonseed Meal, 
are the special feature in MiniZ 
this issue. They are printed /// 
on heavy paper and may 1 tdi “EN 
easily be removed and 4 
posted above your desk or 
on your bulletin board. 
The Feed Bag Price Charts 
make it easy to compare ; 
present and past feed prices. — 
They help you decide when 
to buy. | 
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A baby chick eats only about a 
thimbleful of feed daily for the 
first two weeks. How important, 
then, that each thimbleful be uni- 
formly mixed and perfectly adapted 
to the delicate needs of the chick! 


ELL WISCONSIN 
CHICK STARTER MASH 


This Spring, increase your chick feed business and add 
to your reputation as a leading merchant by pushing WIS- 
CONSIN Starter and Growing MASHES. 


Poultrymen don’t all feel that “Cheapness Is the Chief End 
of Existence.” 


RESULTS DETERMINE VALUE! So identify yourself 


locally with the line that means profit and prestige for you— 
more poultry money in the bank for your customers! 


“Bigger and Better Birds in Less Time, after we quit 
mixing our own and started feeding Wisconsin Starter 
and Growing Mashes...’’, writes Paul Ubbelohde. With 
the WISCONSIN LINE you can offer a complete series of 
chick and poultry feeds—a combination for every age. Other 
merchants have discovered the greater salability of this COM- 
PLETE line, backed by millers of long experience. Why not © a¢ 


you? Test our service NOW. 


NORTHERN MILLING 


Quality Always Wins WAUSAU, WISCONSIN Established 1883 


~ 
wes: 
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Miix Milolasses Feeds 
this Better Way 


Cash in on the demand in every 

farming community for molasses 
feeds. You can manufacture a un- 
iform, heavy high 
quality product 
with this proved 
machine. It gives 
you absolutely 
accurate propor- 
tions. The ground 
feeds are fedby a 
dependable feed- 


er, part ofthe unit. 


The STRONG-SCOTT 


Unit Molasses Feed Mixer 
Makes feed free from molasses balls. 


Positive molasses regulation by the 
Strong-Scott Regulator. 


Operates with warm or cold molas- 
ses. Gives 6000 lbs. of feed per 
hour with 10 H. P. 


Equipment assembled in one unit. 


Write us now for full information - 


W. C. Stephan, Representative Molasses Regulator 
Box 85, Eau Claire, Wis. 


Everything Jor Every Mill and Elevator 
‘She Strong-Scott Mfg Co. ip 


Minneapolis Minn. Great Falls Mont. 
In Canada: The Strong-Scott Mfg.Co.Ltd. Winnipeg 
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takes MODERN 


MACHINERY and EQUIPMENT 


to keep Feed Quality HIGH 
and Production Costs LOW! 


: Battery of Percentage feeders and Magnetic separator which insures 
master mixer. metallic-free rations. 


Belt conveyors which eliminate Weighing and Bag Filling Equipment. ‘Corner of Wayne Laboratory where 
trucking and load cars quickly. One unit handles 700 bags per hour. quality is carefully safeguarded. 


ERE you get a glimpse of some of the ma- tories—where ingredients are mixed and for- 
chinery used in the six modern Wayne mulas are tested to produce better feeds for 
plants—which include the most improved auto- livestock of all kinds. 
matic feed manufacturing equipment. Ma- 
chinery for speeding up production—and keep- 
ing quality uniformly high! 


Research work is constantly being done with- 
in the Allied Mills organization—by nutrition 
authorities who understand all phases of feeds 
| But even the best plant equipment and the and feeding. 

best raw materials are not enough to produce 


Wayne quality. Men—carefully trained to ALLIED MILLS ‘ INC. 
safeguard this high quality—supervise every a ee Fort Wayne, Ind. 
operation and maintain Wayne standards. Mills at Buffalo, N. Y., Fort Wayne, Ind., Peoria, Ill. 


: i East St. Louis, Ill., Owensboro, Ky., Omaha, Nebr. 
Man power plays other parts of vital import- 


ALLIED MILLS, INC., 
Service Dept. A 3, Fort Wayne, Ind. 


Send me folders on W feeds f 
Mail the coupon for me fo on Wayne ‘or 


full information on j 

Wayne Feeds and (KIND OF ANIMALS) 
Wayne Service. Both Also tell me about Wayne Service. 
will help you make 

bigger profits. 
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ARCADY-WONDER FEEDS. 
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Encourage Your Customers to Buy 
Baby Chicks This Season 


Improvement in Egg Market Forecast 


is a surplus of millions of cases 

in cold storage. The poultry 
keeper returns from the market dis- 
couraged, with a few scanty shillings 
in his hand. And the season for pur- 
chasing baby chicks, for building up 
new flocks and replenishing old is here. 
With all of these sordid conditions 
existing can the dealer expect to realize 
any profit from his poultry feed busi- 
ness this year or must he experience 
an inevitable slump? The composite 
view of the entire situation is, indeed, 


| rer are selling for a song. There 


discouraging. But the silver lining is 


apparent on closer analysis. 
Advise Farmers to Buy 

Leading poultry experts are encour- 
aging farmers to purchase baby chicks 
to have producing pullets in the fall 
and winter when an upturn in egg 
prices is predicted. 

“There are good reasons why poul- 
trymen should buy baby chicks,” de- 
clares Grant M. Curtis, editor of the 
Reliable Poultry Journal. ‘Feed prices 
are low and, likely will continue at the 
same level. While it is probable that 
egg prices will be low this spring, this 
very fact promises good prices next 
fall and winter when this spring’s chicks 
mature. Low prices of eggs increase 
their consumption. Low prices at the 
same time discourage many farmers 
who try something else without realiz- 
ing that their poultry offers a cash re- 
turn for labor equal to or in excess of 
most farm crops, even in periods of 
low prices. Thus the increase in de- 
mand and the reduction in supply make 
good prices follow a season of low pri- 
ces. It is hoped that all poultrymen, 
realizing that history must repeat it- 
self, will take advantage of the situa- 
tion by raising a full quota of chicks 
this season.” 

Predicts Fall Upturn 

Frank L. Platt,. editor of the Ameri- 
can Poultry Journal, also encourages 
the purchasing of baby chicks. 

“It is realized around the world,” he 
comments editorially, “that commodity 
prices have fallen. But this doesn’t 


mean that. important industries are go- 
ing to stop. It means a readjustment 
of the price level. And few industries 
have a more equitable adjustment be- 
tween the cost of raw materials and 
the selling prices on the finished goods 
than the poultry industry for 1931 gives 
promise of maintaining. That is our 
view of the new year. It is a view in 
which we see the producer who goes 
ahead in the usual way starting his 
chicks and growing them out, winding 
up next fall in a strong position.” 

An extensive campaign been 
launched to reduce the cold storage 
surplus which has depressed the market. 
The International Baby Chick associa- 
tion, feed manufacturers and other al- 
hed industries serving the poultryman 
are sponsoring radio and newspaper ad- 
vertising and store display posters en- 
couraging the public to consume more 
eggs. This movement is expected to 
aid considerably in improving the price 
situation. 

Should Cull Flocks 

Conditions which appear so sordid on 
the surface will not be disparaging to 
the feed dealer who will adapt himself 
to the situation and extend a little extra 
effort. Above all this is the time for 
the farmer to economize and the dealer 
should be able to offer helpful sugges- 
tions to him. In the first place, every 
unprofitable hen should be sent to the 
block and only the birds which pay 
their own way should be “retained. 
Dealers who extend culling service to 
their patrons will find ample opportun- 
ity of developing friendly contacts and 
new business. 

Proper Housing Important 

Special attention should also be given 
to housing conditions. Diseased flocks 
will not thrive on any quality of feed. 
Every precaution should be taken to 
maintain proper ventilation, dry floors 
and general tidiness. Poultrymen can- 
not afford to lose chicks this season. 
Feed dealers will profit by assisting 
them in maintaining the proper housing 
conditions. 

With egg prices at low levels, it is 
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essential for the poultryman to produce 
at lower cost. Feed is the major item 
in production. Although the farmer does 
not receive as much for his products, he 
can obtain poultry rations at lower pri- 
ces than he has experienced in many 
years. Here is a point for the feed 
dealer to drive home. 

His customer must obtain the maxi- 
mum amount of eggs out of a feed. If 
this result is to be achieved, the ration 
must be properly balanced and all of 
the ingredients should be of high qual- 
ity. Well-known commercial feeds of 
merit will provide these advantages. Al- 
though the initial cost may be greater 
than a home grown ration, quality 
mixed feeds, in the end, are the most 
economical. 

Sell Feeders on Economy 

The time is opportune for dealers to 
visit poultrymen in their territories and 
place them on a profitable feeding plan, 
Conditions, although they may appear 
desultory, are favorable. With a pencil 
and pad and a knowledge of the cost 
of ingredients and the price of eggs, 
any dealer can plainly show the farmer 
how much it is costing him to produce 
a dozen of eggs. Then, he can like- 
wise give evidence that his brand of 
feed will reduce the cost of production 
and widen the feeder’s margin of profit. 

The odds in the poultry feed business 
appear to be against the dealer. But, 
in reality, they make selling easier. 
Those who exercise a little additional 
effort in encouraging their customers 
to increase their flocks, weed out the 
unprofitable hens and adopt the proper 
feeding plan, will find that the slump 
which now seems inevitable has turned 
into a new peak of sales. 


CUSICK & SWEENEY, Oregon, 
Wis., has acquired the feed business 
formerly operated hy the late James 
Cusick and will continue to handle a 
full line of feeds, seeds and fuel. Frank 
Sweeney, manager of the new firm, was 
associated with Mr. Cusick for more 
than 26 years in the operation of the 
old firm. 
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FARMERS FEED & FUEL CO., 
Burlington, Wis., held its annual meet- 
ing recently and reelected its officers, 
including William Bauman, president; 
William Robers, vice president; Henry 
Wehmhoff, secretary; Frank Bohnsack, 
treasurer and T. C. Lightfeld, Wesley 
Miller and Fred Uhen, directors. The 
company reports that 1930 was one of 
the best years in its history. 


B. J. BUTLER and Harry Hall, 
Wyoming, IIl., have purchased the 
Weaver Feed & Seed store and will 
continue to handle feeds, seeds and 
poultry supplies. Mr. Butler has closed 
his feed store and moved the stock to 
the new warehouse which Mr. Hall will 
manage. 


WINNING 


Further Postponement Asked 
In Grain Rate Case 


URTHER postponement of the 

effective date of the interstate 

commerce commission’s order in 
the grain rate case was requested in a 
petition submitted to the commission 
on February 21 by western railroads. 
Executives of the various lines esti- 
mated that a loss of $20,000,000 an- 
nually would result for them if the re- 
vised rates were to go into effect on 
April 1 as now scheduled, and asked 
for a suspension of the order until June 
1. Further hearing and reconsideration 


in every test! 


This proved milk product 
for increasing mash efficiency 


Leading manufacturers everywhere 
have adopted it as the milk ingredient 
for their mashes! Kraco Milk-Sugar Feed! 


Customers, these manufacturers 
testify, are coming back again and again 
for these highly efficient Kraco mashes. 


Every test proves: Kraco mashes 
control coccidiosis, build broilers that 
hold their weight and pullets that give 
a high average lay at an early age. It 
eliminates any necessity of changing 
formulas while controlling disease. 


Kraco contains no less than 70% lac- 
tose (milk-sugar), and the highest 
percentage of milk minerals available 


- for poultry and livestock mashes. 


And—you’ll be astonished to find 
how easy and economical it is to use 
Kraco. Free running—it blends read- 
ily with all mashes in any climate. 


Start using Kraco today. Write to 
address below for copies of letters from 
leading feed manufacturers that tell of 
the real success Kraco is bringing them. 


RACO 


The With-Sugar Feed 


made only 


KRAFT-PHENIX CHEE 


General Offices: Chicago, Illinois 
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of the issues involved were requested in 
the railroads’ petition. 

A series of conferences between rep- 
resentatives of the commission and 
members of the feed industry was held 
during the past two months and the tes- 
timony presented has been taken under 
advisement by the commission. Feed 
men particularly object to the western 
grain rate case decision as it affects 
transit privileges on mixed feeds. It is 
maintained that the revisions prescribed 
in the commission’s order would seri- 
ously affect the welfare of the industry 
and make the cost of feed prohibitive 
to the consumer. On these grounds, a 
further hearing and reconsideration of 
the order is requested by the feed men. 

Many of the manufacturers reported 
at the conferences that unless the pres- 
ent transit rules and privileges under 
which they are operating are retained 
they would be forced to build small 
local plants in various sections of the 
country and abandon the large central 
plants or suspend business entirely. 

In their recent petition filed with the 
commission, the railroads asserted that 
if the revised rate schedule was to go 
into effect on April 1 as now ordered 
it will “threaten the maintenance of an 
adequate system of transportation and 
impair the carriers of the western dis- 
trict to provide the same.” 

Former petitions of the feed indus- 
try and the railroads in which a re- 
hearing and reconsideration of the de- 
cision was requested were flatly denied 
by the commission in an order issued 
last November. Since that time, how- 
ever, the commission has shown a more 
favorable attitude. Effective date on 
which the rate schedule was to go into 
effect has been postponed twice in the 
past—once from the original date of 
October 1 to January 1 and thence to 
April 1. 

It is generally believed that the rail- 
roads will carry their case to court if a 
further rehearing is not granted by the 
commission. 


LABUDDE IN ACCIDENT 

LeRoy LaBudde, LaBudde Feed & 
Grain Co., Milwaukee, was injured when 
his automobile overturned near Slinger, 
Wis., February 20. He suffered severe 
cuts about the face and head and was 
confined to his home for several days 
but is back at the office again fully re- 
covered. John F. Price, John F. Price 
Advertising Agency, Chicago, who was 
with Mr. LaBudde at the time of the 
accident, escaped uninjured. 


JOE STRAUB, Lomira Elevator Co., 
Lomira, Wis., Chas. H. Lee, Plymouth 
Flour Mills, Plymouth, Wis., and M. 
Safford, Berlin, Wis., made an auto trip 
to Mankato, Minn., to see the feeding 
experiments which the Hubbard Milling 
Co. is conducting on steers and hogs. 
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Bergeron Builds 
Seed Business 
By Giving Free 
Field Service 


XTENDING of service to the 

customer’s own farm which has 

resulted in additional feed sales 
for many dealers, has been applied with 
equal success in the seed business by 
A. A. Bergeron & Co., Rice Lake, Wis. 
During June, July and August a con- 
spicuous advertisement is published in 
the local newspapers. 

“We will inspect your crops free of 
charge and advise you whether they 
will furnish clean seed or whether they 
are infested with weeds,” the firm of- 
fers. 

Shortly after the first advertisement 
appears, telephone calls are frequent. 
Several field men from the company 
drive to the farms. They inspect the 
growing crops and give a detailed re- 
port to the farmers. If noxious weeds 
are discovered the grower is advised 
on how to eradicate them. In cases 
where the field is hopelessly infested 
with weeds, the farmer is often told 
to cut the crop for hay. 


Field Service Helpful 


The field service extended by A. A. 
Bergeron & Co. serves a double pur- 
pose. Primarily, it provides an oppor- 
tunity for contact with the farmer which 
later results in sales for the firm. Sec- 
ondly, it gives the company a control 
over the source of its seed supply. Grain 
is bought from the farmers and sold to 
reliable seed houses. 

The purchasing and marketing of 
farm grown grains has in itself returned 
substantial profits to A. A. Bergeron & 
Co., but the merchandising of cleaned, 
tested, and branded seeds from reliable 
houses back to the farmers creates the 


greater portion of the income. Both 
services form a healthy combination, ac- 
cording to A. A. Bergeron, proprietor. 

“A merchant who retails seeds to the 
farmers should do his best to find a 
market for all the seeds grown in his 
territory, no matter how poor the qual- 
ity and even though he does it gratis,” 
he declared. “In this way he is doing 
the farmers a great favor and is dis- 
posing of seeds that would be sold 
from farm to farm and purchased by 
the growers in place of quality seeds 
sold by the dealer.” 

Insists on Quality 

Mr. Bergeron maintains that a dealer 
who expects to be successful in the 
seed business must handle only reliable 
brands. 

“In our past experience,” he ex- 
plained, “we have found that the most 
successful method of merchandising 
seeds for our spring trade is, to handle 
brands of seeds that are well advertised 
and well-known in the territory and 
which have a reputation and are talked 
about among the farmers. 

“A dealer cannot win the confidence 
of the farmer by selling inferior seeds. 
A farmer who has confidence in a deal- 
er will not shop around when it comes 
to buying seeds. A dealer can and will 
make more profits with quality goods.” 

Garden seeds have developed into a 
profitable line for the company. Each 
season -an elaborate and attractive dis- 
play of packaged and bulk brands is 
arranged. Advertising literature is also 
sent to a large list of customers and 
prospects. 

“Although the quantity of seed sold 
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A. A. Bergeron, above, is one of the most 
progressive seed and feed dealers in the 
country. At the left ishis busy establishment. 


does not aggregate a large amount, the 
profits are almost 100 per cent,” Mr. 
Bergeron reports. “The dealer can af- 
ford to have a small carryover without 
noticeable loss.” 


In obtaining sources for the purchases 
of seed grains the company has en- 
listed the aid of hullers and threshers. 
Each fall cards bearing return postage 
are sent to these men. Information 
about the name of the farmer, kind of 
seed, number of bags and the quality 
is requested. 

Upon receipt of the cards the Ber- 
geron field men immediately call upon 
the growers and test their seeds for 
dockage with a scale and tester pur- 
chased especially for this purpose. They 
carefully inspect the seeds for noxious 
weeds and color. If the lot is of good 
quality an offer to buy it is made. If 
the farmer is willing to sell he is paid 
$1.00 down and is asked to sign a con- 
tract to deliver the seeds at a specified 
time. 

Should Know Weeds 


“We find that the most successful 
way to buy seeds from the farmer is 
to buy for a good, reliable seed house,” 
said Mr. Bergeron. “A buyer must be 
careful and one thing that must be re- 
membered is that poor seeds or mix- 
tures of seeds and weeds can never be 
bought too cheaply. A good seed buyer 
must have the confidence of the man 
from whom he buys as well as the one 
to whom he sells and he should keep 
himself posted on weeds. The whole- 
sale seed buyer is always willing to 
cooperate with the smaller buyer who 
knows quality seed, is square in his 
dealings and who knows which weed 
seeds are objectionable.” 

A. A. Bergeron & Co. began deal- 
ing in seeds in 1913. This is now the 
chief department of the business. Feed, 
hay and flour are also handled. The 
contact established with the farm trade 
in seed dealing has developed many 
sales in these commodities. 
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By David K. Steenbergh 


must run as fast as we can to 
stay where we are.” 

This is what Cyrus Curtis, a fellow 
publisher, said when he was asked why 
he was spending $2,000,000 for adver- 
tising in a bad year like this when he 
only spent $1,000,000 last year. 

What Mr. Curtis said is true in the 
publishing business, the feed business, 
every business. 

Business Rapidly Changing 

Some inquisitive soul asked Mary 
why the lamb did not follow her to 
school any more. 

And she answered: “What! At 50 
miles an hour.” 

We are in a difficult period of a 
swiftly moving civilization. The times 
are too fast for lambs and they’re too 
fast for many of us who refuse to recog- 
nize and adjust ourselves to changing 
conditions. 

One trouble with us in the feed busi- 
ness is that we cling to old ideas. No 
industry has made any greater progress 
than ours but despite this fact, we like 
to believe and still insist on telling and 
retelling old stories. 


Pity the Poor Farmer 

For example, we all pity the poor 
farmer. Politicians started this long 
ago and every last one of us has been 
doing all he can to help keep the “sob 
stuff” going. 

“Farm products prices are so low,” 
we repeat, “how can we expect the 
farmer to buy feed.” We think we 
ought to give our feed to the farmers 
and some of us do. 

But is the poor farmer really poor? 
Bulletin 326 of the University of IIli- 
nois studies the farmer as a customer 
and finds that his average income is 
better than that of the majority of city 
families. After paying all expenses and 
taxes and improvements, this bulletin 
figures the average farm income at 
$3,545 which, after making a further 
allowance for unpaid labor, is reduced 
to $2,528. On the other hand, the bul- 
letin points out, 53 per cent of all 
urban families have a gross income 
under $2,000 per year, and 81 per cent 
have a gross income under $3,000 per 
year. 

Farmer’s Income and Yours 


Along these lines, we’d hate to com- 
pare the farmer’s income with that of 
at least a few feed dealers we know 
and it seems that at least a few deal- 
ers have at last stopped kidding them- 
selves and are now refusing to pity the 

(Continued on Page Forty-three) 
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Show Feeders iow to Get Results 
And They’ll All Buy 


Don’t Pity the Poor Farmer 


Thank God 


YOU ARE A DAIRY FARMER 


The Sparta Creamery figures show that Butter dropped in one year 
from December 20, 1929 to Dec. 20, 1930 on the Chicago market, from 
3834 cents to 31 cents or 734 cents per pound—a drop of 20% in price. 
This means where you got a $100.00 cream check last year you got an 
oe check this year. If a $50.00 check last year then a $40.00 check 
this year, 


DON’T TELL ME YOU GOT A LOT LESS 


in proportion—I know you did. But don’t blame all that loss to the 
drop in butter prices because only 20% of the amount is due to the 
change in price. Without kidding each other a bit, we know honestly 
why the check has been a lot smaller. No cow gut has yet been in- 
vented to make milk from air, or to give you something for nothing. 


— LOOK AT FEEDS the big cost item in producing 
utter 


$1.65 down to $1.05—36% drop 
$3.15 down to $2.10—32% drop 
$2.40 down to $1.50—35% drop 
e Almost two times as much drop as butter. 


We are so young all we remember in this business is $35.00, $40.00 
and $50.00 bran, but old timers tell us the last time bran was under 
$20.00 per ton, butter was below 20 cents per pound. How about it, 
do you remember? 


LOOK WHAT THE OTHER FELLOW GOT 


The wheat raiser $1.29 bushel year ago—now 76 cents. Cotton grower 
16 cents last year—8 cents this year, and cotton was once 60 cents. 
Sugar was $5.85 last year, now $5.15, and I remember when sugar 
was even 6 times as high. 


AND THE POOR MILLIONAIRE 


who thought he was worth over a million in stocks and bonds a year 
and a half ago, finds today he is worth a third of that. No wonder so 
many of them blew their brains out. Only the man who had a million 
and lost a big share of it knows how it feels to be really poor. Judging 
by how it feels to lose a few dollars it must be hell. 


FARM MACHINERY ? 


Sure I know farm machinery hasn’t come down. Neither have dia- 
monds, but what do I give a hang about the price of diamonds. And 
you buy just about as much farm machinery in the course of a year 
as I buy diamonds. Lay off that and watch the price come down in 


a hurry. 
LIFE IS A STRUGGLE— 


To put it bluntly—life is a fight. And did you ever see a dog fight? 
Well, did you ever see the dog that went into the fight with his tail 
between his legs, win the fight? Never. 


Times now are just a bit rougher and we all have to put our tail higher. 


We wished you a Happy New Year last year—and look what you got. 
This time let’s not wish—LET’S MAKE ONE. 


Western Supply Co. 


J. W. Kress 
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A moment of the simplest figuring reveals the 
tremendous advantage of the Gold Medal Mixed 
Car Plan. Divide your working capital by three! 
Multiply your per cent of profit by three! There! 
That's what the Gold Medal Mixed Car Plan does 
for Gold Medal Dealers! 


It makes bigger profits for the Gold Medal Dealer 
in 5 different ways! 


1. He can do business on less capital. 2. He 
trebles his turnover, 
getting three profits 
instead of one. 3. He 
keeps his stocks always 
fresh. 4. He needs 
less warehouse space. 


5. He lowers his inventory. Yet, he still carries a 
complete line of quality Commercial Feeds, Mill 
Feeds, and Flour. 


The Gold Medal Car Plan is the most convenient 
and economical way of buying Flour and Feed 
stocks ever offered. One car supplies the com- 
plete stock. It makes Gold Medal “Kitchen- 
tested” Flour and “Farm-tested” Feeds the easiest, 
most profitable line to sell. 


Write for full particulars of the Gold Medal Fran- 
chise in your territory—let us show you how we 
back Gold Medal Dealers. 


WASHBURN CROSBY COMPANY 


Minneapolis Kansas City Buffalo 


““FARM-TESTED”’ 


why not now? 


© G. M. Co., 1930 
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Z. R. CARTER & BROS. Hay & 
Feed Co., 825 W. 16th street, Chicago, 
report a loss of $10,000 from the fire 
which destroyed its warehouse, Febru- 
ary 9. The fire was caused by spon- 
taneous combustion. The firm is one 
of the oldest companies of its kind in 
Chicago and has been located at the 
same address for more than 40 years. 


OHIO MEETING JUNE 16, 17 

The 52nd annual convention of the 
Ohio Grain, Mill and Feed Dealers as- 
sociation will be held at the Cleveland 
hotel, Cleveland, June 16 and 17, W. 
W. Cummings, secretary, announces. 
Plans are under way for the prepara- 
tion of an extensive program which will 
feature subjects of interest to all mem- 
bers of the organization. 


Carefully Sifted for Feed Dealer Consumption 


Paradoxical as it may seem the drouth 
is making it hard for many farmers to 
keep their heads above water. 


ANYTHING, IF IT WORKS 
Husband: “Have you any cf that gas 
that stops knocking?” 
Attendant: “Yes, sir.” 
Husband: “Then give my wife a 
glass.” 


As in other products—so now in Con- 
centrated Cod Liver Oil—the name 
GORTON’S assures the highest stand- 
ard of quality. 


But if more assurance is needed, here 
it is|\—GORTON’S Concentrated Cod 
Liver Oil is biologically tested, in our 
own laboratories, for both Vitamins A 
and D on living animals. GORTON’S 
does not fail. 


In addition, since the actual concen- 
trate used in fortifying our oil is bio- 
logically standardized, its use can be 
controlled so that the finished product 
is always of a uniform standard. It 
never varies. 


Furthermore, the concentrate is ab- 
solutely pure since it is the same as 


Concentrated Cod Liver Oil 


Fortified in Vitamins A & D 


Absolutely VITAMIN-PROVED on live animals 


WRITE FOR FULL PARTICULARS TODAY 


CONCENTRATED 


Cod Liver Oil 


Fortified in Vitamins A & D 


GORTON-PEW FISHERIES COMPANY, LTD. 
Desk FB-103—Cod Liver Oil Department, Gloucester, Mass. 


that used in a product for human con- 
sumption which has been accepted by 
the Council on Pharmacy and Chemis- 
try of the American Medical Associa- 
tion. It contains a concentration of 
Vitamin A as well as Vitamin D, and 
it is added to a low, not a high, acid 
oil so that there need be no fear of 
digestive disturbances. 


GORTON’S Concentrated Cod Liver 
Oil is made by the biggest producers 
and manufacturers of codfish products 
in America with the pick of the finest 
codfish caught to choose from in mak- 
ing this product. 


GORTON’S Concentrated Cod Liver 
Oil—fortified in Vitamins A and D— 
saves in original cost, freight cost, and 
storage. 
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BEAUTY BEFORE AGE 

Feed Dealer: “How old are you, 
son?” 

Robert: “I don’t know. Mother was 
28 when I was born and now she’s 24.” 
* * * 

TOO LONG TO WAIT 

Dealer: “I’m afraid, sir, that I won’t 
be able to deliver that feed order un- 
til your past bill is paid.” 

Farmer: “Well, cancel it. 
think I can wait that long.” 

* 
CORNHAY WEAKLY NEWS 

Services at the local church were in- 
terrupted rather suddenly when a kitten 
that had gotten into Judd Perkins’ over- 
coat pocket for a nap, awakened and 
drowned out the choir. 

Spike Morton was considerably chas- 
tised by his wife last Wednesday even- 
ing when he came home at 3 a. m. with 
a manhole cover and tried to play it on 
the phonograph. 

There has been considerable peeping 
going on around Sally Borck’s home, 
she having bought a flock of chicks. 

Most of the farmers in this vicinity 
are drinking their home brew, their 
wells having gone dry because of the 
drouth. 


I don’t 


* * * 


FREE EXTRACTION 

Customer: “What did your wife say 
when you come home at 4 a. m. the 
other morning?” . 

Dealer: “Oh, nothing. I wanted to 
have these two front teeth taken out, 
anyway.” 

* 
CHANGE TO CASH 
Count that day for lost 
Whose last departing looks, 
Sees quite a bit of business done 
But written on the books. 
* 
FAIR ENOUGH 

Dealer: “What can you do, young 
man?” 

Applicant: “Anything, sir.” 

Dealer: “Can you wheel a barrow full 
of smoke?” 

New Office Boy: “Sure, if you'll fill 

x 

Town Wit: “Can you think of any- 
thing lower than a crocodile’s jaw?” 

Farmer: “Sure, the price of eggs.” 

* * * 
TECHNICAL DEFECT 

Teacher: “Jimmy, make up a verse 
using the word Nellie.” 

Jimmy: “I knew a girl and her name 
was Nellie; she fell in the water up to 
her knees.” 

Teacher: “But that doesn’t rhyme.” 

Jimmy: “I know it. The water wasn’t 
deep enough.”—Badger Brand Seed 
Bulletin. 
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Commercial Feed 
Saved White’s 


Mill From Going 
To the Wall 


in the southeastern Ohio hills, 
and is in the center of the 
drouth. Millers and feed men in this 
territory discovered this year that qual- 
ity means nothing; price is everything. 
How many feed store men have suc- 
cumbed to the temptation to make 
money despite hard times?’ How many 
feed store men have discovered that 
1931 is a hard year to sell anything? 
One man has solved the problem by a 
policy maintained for three generations 
in his family. “Honesty Is the Best 
Policy” is the precept that has enabled 
Edward S. White, veteran mill owner 
and feed store operator at Athens, Ohio, 
to keep his sales up during the depres- 
sion period of 1930-31. 
Country Undergoes Change 
During the last 20 years, Athens 


+ county is located deep 


Edward S. White, upper left, and his two 
sons turned a declining mill into a profit- 
able business by handling commercial feed. 
Directly above is their picturesque establish- 
ment and at the left one of the boys is 
shown handing a customer a sample of pan- 
cake flour. 


county has turned from agriculture to 
dairying and poultry raising. The 
rugged hills of the Hocking valley long 
ago lost their fertility, and the coal 
mines of the section have largely been 
closed down. Consequently former 
wheat, corn and sheep raisers turned 
to more profitable work. The miners 
looked toward any means of livelihood. 
Dairy and poultry farms are the re- 
sult. Now more than 50 per cent of 
the farmers depend entirely upon their 
poultry and stock income. 

With hundreds of new and_inexperi- 
enced men going into new occupations, 
the feed and grain establishments in 
the county flourished. But then two 
large wholesale mills and feed stores 
came into the district. They forced the 
small mills and feed stores to the wall. 
Those that could not quickly establish 
a comeback with new sales campaigns 
and new methods, failed or merely ex- 
isted. 

Edward S. White, Esq. owned a large 
mill situated on the banks of the Hock- 
ing river at Athens. It had been in 
his family for three generations and 
was the only water power mill in the 
town. Little commercial feed was sold 
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in his store, and his business was near- 
ly bankrupt. 
Order Commercial Feed 

Driven to the wall, he and his two 
sons began a sales campaign to get new 
trade. He contracted for five carloads 
of commercial feed. That was in 1919. 
Then the two White boys went about 
among the old mill customers over the 
county and told them about the new 
selling plan. Prices were quoted at the 
warehouse and at the railroad car. The 
old customers knew the White policy 
of honesty and maintenance of good 
products. The five carloads were sold 
and most of the feed taken directly 
from the cars. 

Since then the White mill manage- 
ment has improved upon its first mea- 
ger attempt to compete with the larger 
firms. Mr. White could not afford to 
advertise in the local newspaper and he 
could not place his own products or 
his new commercial line in the local 
groceries. 


Samples Attract Trade 

White’s mill produces buckwheat, 
corn meal, spring and winter wheat 
flour, rye, graham, and pastry flour. 
Mr. White prepared a formula that had 
been in his family for many genera- 
tions for pancake flour. Into the pre- 
pared flour he put his best ingredients. 
Everything came from the mill except 
the salt and phosphates. Likewise he 
prepared a biscuit flour of his own pro- 
ducts. Among his old customers, he 
scattered samples of the two prepara- 
tions. His two sons took them about 
the county placing them with the farm- 
ers. As they did so, they inquired 
about the kind of feed each farmer used, 
his results and in many cases examined 
ths stock and poultry. 

The prepared pancake flour samples 
made many new customers. And the 
business that came from the prepara- 
tion has doubled Mr. White’s volume 
in the past five years. Once a man 
discovered the quality and satisfaction 
that the product gave, he returned for 
more. The customers became friends 
of Mr. White and his sons and de- 
veloped interest in other things in the 
store besides pancake and biscuit flour. 

(Continued on Page Thirty-five) 
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Side Line Sales Volume Increasing 
Among Minnesota Elevators 


Managers Convene at Minneapolis 


ERCHANDISING of feeds, 

flour, fertilizer and other side 

lines is developing into major 
importance while the handling of grain 
is gradually slipping into a secondary 
position among elevators in Minnesota. 
This trend was noted by reports made 
at the 24th annual convention of the 
Minnesota Farmers Elevator association 
which was held at the West hotel, Min- 
neapolis, February 17, 18 and 19. 

The federal farm board was continu- 
ally “punched in the nose” during the 
meeting. In a resolution, the organiza- 
tion asked the senators and representa- 
tives of Minnesota to seek the with- 
drawal of the agricultural marketing 
act. Speakers roundly condemned the 
practices of the farm board and pointed 
to the “detestable failure” it had made 
in its attempt to negotiate the job of 
marketing grain which had been up un- 
til its intrusion, efficiently performed by 
the elevator system of the country. 


Band Enlivens Meeting 


Zest was added to the convention ses- 
sions by a band which mustered the 
members into the meeting hall and en- 
tertained following the talks and busi- 
ness discussions. More than 20 firms 
displayed their products in the lobby 
of the hotel and attracted large crowds 
of interested spectators. 

Mild spring weather greeted the dele- 
gates for the opening day of the con- 
vention. The initial session included a 
message from Theodore Frederickso 
Murdock, president; reading of the an¢ 
nual report by A. F. Nelson, Minn 
apolis, secretary, and the appointme 
of committees. 

Mr. Nelson called attention to th 
decided trend among elevators towarg 
the handling of sidelines as the major 
items of their business, while grain 
dealing was gradually fading into the 
background. He pointed out a notice- 
able increase in the amount of feed 
handled, comparing the figures of 1925 
and 1930. 

Farm Board Panned 


W. B. Richards opened the afternoon 
session with a discussion of the man- 
agement of country elevators and the 
need for close cooperation. J. W. 
Lewis, president Farmers Elevator Co., 
Kerkhoven, Minn., who followed advo- 
cated the repeal of the agricultural mar- 
keting act on the grounds that it had 
failed to give the necessary relief to 
agriculture. He declared that the sell- 
ing of stock in so called cooperative 
organizations should be treated as a 
felony. The audience applauded loudly. 

W. Jj. Kuhrt, manager, Northwest 
Grain association, division of the farm 
board, told how the board proposes that 
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grain should be marketed. He was be- 
sieged with questions and criticisms. 

Wednesday morning’s session was 
opened by the reading of a bill demand- 
ing changes in the state storage laws. 
The association later passed a resolu- 
tion opposing any alterations in the 
present regulations. 

Warns Against Credit 

H. H. Mongeau, Elmore, Minn., re- 
ported a steady increase in the num- 
ber of elevators which have turned to 
sidelines. He also pointed out that the 
sales and profits from these products 
were continually gaining. He advised 
the elevator men to watch their credits 
and declared that the accumulation of 
book accounts was the most dangerous 
thing in business. The morning ses- 
sion was concluded with an address on 
“Looking Forward,” by F. S. Betz. 

Several hundred persons gathered in 
the afternoon to hear Dr. James E. 
Boyle, Cornell university, Ithaca, N. Y., 
discuss the grain marketing act and its 
relation to farmers’ elevators. He des- 
cribed the farm board as a grain mer- 
,chant, banker and speculator, operat- 


Northwest Manufacturers 
Reelect Officers 


All officers and directors of the North- 
west Mixed Feed Manufacturers asso- 
ciation were reelected at the annual 
meeting of the organization which was 
held at Minneapolis, Minn., February 17. 
They are Neil Barrett, Northrup, King 
& Co., president; Charles H. Karsch- 
ner, Pillsbury Flour Mills Co., vice 
president; G. W. Smith, Albert Dickin- 
son Co., secretary-treasurer; C. C. Mas- 
sie, Northrup, King & Co.; H. R. Mc- 
Laughlin, Washburn-Crosby Co., Inc.; 
H. M. Savage, International Sugar 
Feed Co., and Charles E. McCartney, 
Ralston-Purina Co., directors. 

Activities of the organization during 
the past year were reviewed. The plan 
of restricting bookings to a 60-day 
period which the association has sup- 
ported, was reported as a help to all 
members and it was unanimously agreed 
to continue the practice. Mr. Barrett 
explained the situation regarding rail- 
road rates on grain products, particu- 
larly as it affects the shipment of mixed 
feeds. 


G. W. SPEAR, Wyocena Cooperative 
Co., Wyocena, Wis., has been confined 
to a hospital in Portage, Wis., for the 
past three weeks with a serious illness. 
His condition has improved consider- 
ably and he soon expects to be back 
on the job again. 
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ing on an unlimited scale with govern- 
ment money. He declared that it had 
accomplished no good whatever and 
likened the entire movement to the fu- 
tile wheat and sugar pools and other 
stabilization plans and maintained that 
the farm board was a menace to the 
farm elevator system which had stood 
the test of time and proved its value 
as an efficient marketing agency for its 
members. 

Elevator managers and directors met 
in the evening and discussed financial 
problems. 


Advocates Pure Seeds 

H. R. Sumner, Minneapolis, represen- 
tative of the Northwest Crop Improve- 
ment association, opened the following 
morning’s meeting and explained how 
the farm elevator can perform an im- 
portant service in helping to distribute 
clean seeds. He recommended the dis- 
tribution of clean, tested varieties 
among at least 10 or 12 responsible 
growers as a foundation for crop im- 
provement in the community. 

Greetings from the North Dakota 
Farmers Grain Dealers association were 
extended to the Minnesota elevator men 
by Charles H. Conway, president. E. 
G. Dunn, Mason City, Ia. in an ad- 
dress which followed rapped the govern- 
ment for its interference in agriculture 
and business. Resolutions which includ- 
ed one demanding the repeal of the ag- 
ricultural marketing act were read 
and adopted by the association. 


Guests at Banquet 

The convention was concluded with 
the annual banquet which was held in 
the Nicollet hotel and tendered by the 
Minneapolis Grain Commission Merch- 
ants association. L. E. Brown, presi- 
dent of the commission merchants, was 
toastmaster. A cordial invitation to the 
elevator men was extended by C. T. 
Stevenson, president of the Minneapo- 
lis Chamber of Commerce. Asher 
Howard, Winnipeg, Manitoba, was the 
principal speaker. He explained why 
pools and governments fail in business. 

“The government has no right to en- 
gage in business in competition with its 
citizens nor to buy and sell and fix 
prices on world commodities,” he said. 
“It has no right to take chances with 
taxpayers’ money in speculative ven- 
tures. These policies are destructive of 
the very foundation on which the 
United States government is founded.” 

Iver Wollum, Porter, was elected on 
the board of directors of the associa- 
tion to fill the unexpired term of N. B. 
Leines, Willmar, who resigned. J. E. 
Brin, Stewartville; S. S. Beach, Hutch- 
inson, and Albert Immer, Jeffers, were 
chosen for another term. 
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WO factors make Nopco X and 

Nopceo XX Cod Liver Oil outstand- 
ing—the use of the Columbia University 
patented process in fortifying the oil 
in Vitamin D potency and the rigid 
tests for Vitamins A and D to which 
these products are subjected before 


they are shipped from the plant. 


By means of the fortifying process, 4 of 1% of Nopco 
XX in the total ration will furnish adequate Vitamin D 
protection to an otherwise balanced mash—with a margin 
of safety. This means economy to the feed manufacturer 
and to his customers. 


And by means of the careful and accurate testing ON 
CHICKS, the potency is absolutely standardized. Nopco 


XX, therefore, always gives results, and builds tonnage 


for the feed manufacturer on the basis of satisfied 
customers. 


Nearly 600 feed manufacturers have proved this. Will you? 


NATIONAL OIL PRODUCTS CO., INC. 


EXECUTIVE OFFICES AND FACTORY: 
38 ESSEX STREET, HARRISON, N. J. 
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The Owensboro, Ky., Miracle Mill on Jan. 30th, 1931. Practically 
the same scene every grinding day. 


This mill is making good feeds out of the farmers roughage by first 
cutting it up on our hay cutter, then running it through the Miracle 
Ace Hammer Mill then through the Miracle Sweet Feed System. 


This is the fastest growing milling business in the country. 


You ought to be the MIRACLE MAN i in your community before 
some one else takes it up. 


There is nothing else like it. Investigate it right now. We will 
help you do so if you will ask for our booklets describing it. 


The Anglo American Mill Company 


THE WORLD’S LARGEST BUILDERS OF GRAIN GRINDING MACHINERY 


270-300 KENNADAY AVE. OWENSBORO. KY. 
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Are Portable Feed Mills Practical 
How Long Will They Last? 


Dealers Agree Trucks Offer Inferior Service 


PREADING like an epidemic in 

various sections of the country 

portable feed mills have created 
new problems for dealers who operate 
a grinding department in connection 
with their business. Mounted on trucks 
these machines roll from farm to farm 
offering to grind grist at prices rang- 
ing from 1 to 4 cents lower than the 
established mill of the community. 
Dealers, in many instances, have re- 
duced their charges to meet the com- 
petition, thereby further narrowing the 
already too scant margin on which a 
majority of them are operating. Some 
of the established mills have purchased 
portable equipment themselves and are 
battling the itinerants with their own 
type of weapon. 

Where Will It End? 

Where will it end? Is the grinding 
business of established dealers facing a 
complete revolution and possible decay? 
Are feed sales and other lines of trade 
threatened by the new intruder, which 
gives the farmer grinding service at his 
door, and thereby eliminates his fre- 
quent trips to the feed store? What is 
the best method of meeting the new 
competition. Is it just a fad that will 
pass away as all of them do? 

Forward looking feed dealers are 
troubled with these questions. The hum 
of the portable grinders in their com- 
munities is discordant to their ears. 
Nonchalant as many of them may seem, 
they don’t like it. 

In an effort to gain an analysis of 
conditions in various sections of the 
country, The Feed Bag submitted ques- 
tionnaires to dealers and interviewed 
several of them personally. 


Agitates Price Cutting 

It was learned that in a majority: of 
cases prices have been reduced from 1 
to 3 cents per hundred to meet the 
portable competition which operates at 
prices ranging from 8 to 10 cents. Most 
of the dealers admitted, however, that 
they resorted to these means reluctant- 
ly. They cut prices to retain their vol- 
ume and with the hope of driving the 
itinerant mills with small capital to the 
wall. 

Several dealers, although their busi- 
ness has felt the inroads of the port- 
ables, have adopted the attitude of ig- 
noring them, hoping that the farmer in 
the end would recognize the difference 
in the quality of the work and would 
return to their old stand. 

“Let the portable mills operate at 
low prices if they want to,” many of 
the dealers declared. “They'll cut their 
own throats in the end.” 

It is evident, however, that the port- 
able competition has disrupted the 


able. 


publish portable mill advertising. 


Portable Mill Advertising Refused 


HIS article briefly presents some of the facts which The Feed Bag 
obtained in making a survey of the probable effect of portable 
feed mills on the retail feed business. 

Dealers everywhere are complaining about portable feed mill com- 
petition and, in our opinion, the complaints are largely justified. Cus- 
tom grinding has never been profitable for feed dealers and portable 
mill competition is having a tendency to make it even more unprofit- 


The Feed Bag, therefore, has refused all portable feed mill ad- 
vertising which has been offered for publication in its columns. We 
cannot recommend portable feed mills to our readers, so we will not 


grinding price structure of the country. 
Most established mills are operating on 
charges that returned them but a scant 
profit and oftentimes merely permitted 
them to break even. Dealers admit that 
even the slightest reductions result in 
heavy losses. 


Are Portables Practical? 

Whether the farmer will eventually 
give all his grinding business to the man 
who operates in his own yard is debated. 
The portables, according to dealers, 
have several advantages. 

They are convenient for the man who 
is distant from the established mill. 
They eliminate loading and unloading 
of grain and grist and driving to town 
and back. 

Disadvantages pointed out by dealers 
far outnumber the good features, how- 
ever. 

Portable mills because of limited 
power and size, cannot turn out fine 
grist, experienced feed men report. 

During the season of heavy snows 
when the farmers need their services 
most, they cannot move from place to 
place. 

They cannot be equipped with mag- 
netic separation. Danger of fire and 
death of livestock is courted because of 
tramp iron entering the equipment in 
the grain. Lives of the farmer and his 
family are threatened by broken parts 
which may be catapulted from the 
grinder in case of breakage or explo- 
sion. 

There is no mixing service provided 
with the grinding, as in most estab- 
lished feed mills. 

It is reported from many sections 
that because of low prices and heavy 
overhead, the portable mill operators 
are having a hard row to hoe. In one 
county two transient grinders which op- 
erated for several months are now for 
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sale at one-third of the purchase price. 
A dealer from another county reports 
that a portable in his community was 
recently turned in for a garage bill of 
$175.00. 

Dealers expressed varied opinions on 
the best methods of meeting portable 
mill competition. Some maintained that 
price cutting was the most effective 
means; others advocated the operating 
of their own portable mill, and_ still 
others advised that it was best to ignore 
the entire situation and let the move- 
ment defeat itself. 


Wouldn’t Cut Prices 

“The advantage of a portable mill to 
a farmer is very apparent in time saved 
on the road,” one dealer said. “For 
that reason I don’t believe cutting the 
price will meet the situation, because I 
don’t think the portable mill will have 
to meet our reduced price to get the 
business. If a farmer has a lot of 
home work and lives a long distance 
from town, he couldn’t afford to bring 
his grist to us if we ground it free.” 

Many dealers are in favor of meet- 
ing the competition of the portables 
by having the state levy a tax upon 
them and compelling them to carry pub- 
lic liability insurance. It is believed that 
this additional expense of operation 
would compel the portables to grind at 
prices commensurate with the estab- 
lished mills or discontinue business. 

Several dealer organizations are spon- 
soring movements to obtain legislation 
to tax the truck grinder and other asso- 
ciations are compelled to battle bills 
which have been introduced exempting 
the portables from taxation. Iowa and 
Minnesota are contending with meas- 
ures prescribing to let the portable mills 
go tax free. Dealers’ organizations in 
these states, including the Minnesota 

(Continued on Page Forty-two) 
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You Can Kill Rats, Stop Losses 
With Proper Poison Baits 


Prevention Methods Explained 


Effective 


UILDINGS in which seed and 

feed are stored frequently har- 

bor rats. If it were possible to 
obtain figures showing losses from these 
animals to stored grain, flour and feed 
throughout the United States, they 
would represent a surprisingly large 
amount of money. While the quantity 
of food actually eaten by rats is im- 
portant, such loss is negligible compared 
with the waste that results when sacks 
are gnawed and ripped 
open and other prop- 
erty is destroyed. 

Ordinarily, the con- 
trol of rats in a build- 
ing in which food 
supplies are stored is 
not a simple problem 
to solve. The abund- 
ance of food attracts 
the animals and the 
majority of buildings 
infested are so situ- 
ated that the rats are 
able to find many 
places to harbor and 
breed. A few good 
cats and dogs are 
helpful but they are 
seldom able to des- 
troy the natural in- 
crease. 

To control rats on any premises the 
first consideration should be to see 
that the buildings are made rat-proof. 
In some instances this is impracticable 
but in many cases rooms in which feed 
is stored could be made rat-proof at 
a moderate cost by the use of meshed 
wire, sheet metal, or concrete, or a 
combination of these materials. Indi- 
vidual losses amounting to $50.00 to 
$200 or more each year due to rats are 
quite common in places where sacked 
feed, seed, and flour are stored. If it 
should cost $500 to $1,000 to construct 
a building or a few rooms into which 
rats could not gain entrance, it would 
be money wisely spent and would re- 
sult in a substantial saving over a 
period of years. 

Poison will have a temporary effect 
in reducing or eliminating infestation 
of rats. Owing to the migratory habits 
of these animals, however, it is neces- 
sary to apply poisons frequently. That 
the use of poisons where a quantity 
of food is stored often meets with poor 
success, may be due to several factors. 
It may be difficult to induce the rats 
to eat food containing a poison, be- 
cause the poison may have a taste o1 
odor that is objectionable to them. This 
feature can be overcome by using bari- 
um carbonate, a cheap, tasteless, and 
odorless poison. It is advisable to ex- 
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pose it where there is little or no dan- 
ger of destroying beneficial animals, as 
it is toxic to all species. The abund- 
ance and variety of available food also 
make it hard to find a bait that will 
be taken readily by rats. 
Experiment With Baits 

For these reasons it is difficult to 
recommend a definite method of poison- 
ing that will give consistent results in 
all locations. To determine the best 


Upper photo shows feed damaged by rats. Poison 
should be distributed along walls as shown in lower 
picture. 


bait to use, it is a good idea to try 
a number of different foods without 
poison to find the kind most accept- 
able to the rats. Also ascertain which 
method of bait distribution will give 
the best results. Bait placed in pans 
and covered with cloth may be taken 
much more readily in some locations 
than that distributed openly in small 
pieces along walls. Bait may be taken 
fairly well if teaspoonful quantities are 
dropped in small paper sacks or 
wrapped in squares of newspaper and 
placed where rats are accustomed to 
feed. Bait distributed in small pieces 
along walls and runways should be al- 
ternated; that is, drop first a meat bait, 
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then a fish bait, then a cereal bait, then 
a meat bait, and so on. This method 
gives the rats a choice of different types 
of food. Prebait in this manner for 
several nights without the poison 
to determine the food preferred by 
the animals and the best method of ex- 
posing it. Before distributing bait it 
is a good idea to sweep the floors and, 
as far as possible, cover up food that 
is openly available in various contain- 
ers. Bait will be accepted more readily 
if this is done. The following foods 
are usually taken fairly well. Select 
and use one or two different types in 
prebaiting. 

Effective Rat Baits 
Meat—Fresh ground hamburger. 
Fish—Fresh ground fish (remove 

heads, scales, and fins before putting 
through the grinder), canned salmon, 
mackerel, tuna fish, or sardines in oil. 

Cereal—Equal parts of corn meal, 

rolled oats, and bran. Add water or 
milk and mix to a mushy consistency. 
Bread is also a good bait. 
Fruits and vegetables—Sliced green 
and ripe tomatoes, 
squash, pumpkin, 
melons, apples and 
bananas. 

Other good baits 
are peanut butter 
and crushed  sun- 
flower seeds. 

Powdered red 
squill is another poi- 
son that may be 
used successfully to 
exterminate rats. 
This differs from 
barium carbonate in 
being relatively 
harmless to domes- 
tic animals, but it is 
deadly to rats. 


Barium Carbonate 

In preparing bari- 
um carbonate baits, 
mix the poison with 
the food in the proportion of one part 
by weight of barium carbonate to four 
parts of food. In the cereal baits, weigh 
the cereal, add the necessary quantity of 
water, and mix in the poison required. 
Prepare and distribute each kind of bait 
separately, so that the rats may have 
a choice of the food they like best. 
Sliced vegetables and fruit may be 
dusted with barium carbonate and, to 
obtain the 1:4 proportion, the poison 
should be worked into the sliced bait 
with a spoon. 

Red squill is marketed under various 
trade names and can be obtained at 
most retail drug stores. Red squill bait 


(Continued on Page Thirty-five) 
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RAVER FEEDERS 


For Feeding Steady. Maximum Capacities To 
Hammermills, Sifters, Conveyors, Elevators, Ete. 


Motor Driven Draver Feeders 


Draver Feeders will regulate the flow of ma- 
terials to hammermills, attrition-mills, elevators, 
sifters, driers, buhr mills, and other similar ma- 
chines, assuring an even, easily regulated flow of 
material to the machine at all times. A steady 
feed will enable the machine to operate at its maxi- 
mum capacity continuously, without danger of 
damage through overloading. Automatic in opera- 
tion, requires no attention after being set to feed 


a satisfactory quantity. 
Will feed oats, hulls, shelled corn, screenings, 
bran, barley, and all similar materials. 


Pulley Driven Draver Feeders 


Where power is readily available, the Style 
“B” DRAVER Feeder with pulley will work 
just as efficiently as the motor-driven Feeder, 
and has been used for a number of years for 
regulating the flow of materials to various ma- 
chines, as well as being used in batteries, or 
gangs, for blending wheat, scratch feeds, and 
other mixed products. For blending or feeding 
materials not listed, write for full particulars 
describing other types of DRAVER Feeders. 


Draver Feeder Installed on Big Bar-Nun Grinder 


DRAVER Automatic Percentage Feeders are 
included as standard equipment on Big Bar-Nun 
Grinders. The steady full capacity feed delivered 
to the grinding chamber, permits a maximum 
amount of finished ground product per horse-power 
consumed, without the danger of damage through 
overloading. In this installation the pulley-driven 
DRAVER Feeder is used and power taken from the 
main shaft*through a speed reducer. Bar-Nun 
Grinders are now furnished in five sizes, from 30 to 
100 H.P. and with table or hopper feed. Write for 
details. 


Showing the 
new 40-18"', 100 
H. P., Direct Connected 
Bar-Nun Grinder. 


For Further Information Write To 


Manufacturers of 
DRAVER FEEDERS AND MASTER DRIVES, BAR-NUN GRINDERS, VIBROX PACKERS, LE PAGE CORRUGATION, 
: EDTBAUER NET WEIGHERS AND JUBY DRIVES 
ENGINEERS AND DESIGNERS OF COMPLETE FEED PLANTS 
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GREEN CROSS 


NHORSE FEED 


Airplane View of the Cedar Rapids, Iowa, Mill 


Quaker Dealers have the feeds 
for careful buyers 


Nearly every Quaker Dealer has a few customers that are the clos- 
est, most careful feed buyers in the whole community. When you 
get acquainted with them you find they are straight-thinking busi- | 
ness men— leaders of their neighborhoods— feeders who know 
feeds and judge them by dollar and cent results. Year after year, 
no matter what the feeding job, they stick to the Quaker line. They 
know that The Quaker Oats Company gives them the best at the 
lowest possible cost. Quaker Dealers count their patronage a valu- 
able asset. Besides a full line of feeds that “stay sold,” Quaker offers 
Quaker Dealers other worth-while advantages. Let us tell you more 
about what it means to be a Quaker Dealer. Drop us a card—today. 


THE QUAKER OATS COMPANY, CHICAGO, U.S. A. 


BUY QUAKER FEEDS [IN STRIPED SACKS 
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FRED M. McINTYRE The Eastern Federation of Feed 
—A TRUE LEADER Merchants held its annual mid- 

winter convention at Syracuse, N. 
Y., last month and attracted the largest and most enthusias- 
tic attendance in its history. In ordinary times, perhaps, it 
would not be unusual to hold a record breaking convention 
but The Feed Bag believes that the recent Eastern Federa- 
tion convention was an achievement and as such a tribute 


.to the leadership of one man—Fred M. McIntyre. 


Mr. McIntyre is serving his second term as president 
of the Eastern Federation of Feed Merchants and in 19 
months he has succeeded in putting the federation at the front 
of all feed trade organizations of the country. It is true that 
Mac hasn’t done this all alone. He has the capable help of 
W. A. Stannard, secretary of the federation, and he has suc- 
ceeded in inspiring the other officers and members of many 
committees which he has appointed to unusual efforts. Re- 
gardless of how much help he has had, however, there is no 
one who will deniy that it is Fred McIntyre who has estab- 
lished the value of membership in the Eastern Federation. 

Mr. McIntyre is proprietor of the Potsdam Feed & Coal 
Co., at Potsdam, N. Y. He has built a thriving business of 
a type which could easily occupy the full attention of most 
men and he needs help of an organization such as the Eastern 
Federation as little as any feed merchant operating in New 
York, New Jersey or Pennsylvania. But Mac is a truly big 
man. He never worries about how much he is going to get 
out of the things he does but is willing and does work in the 
interests of the entire industry in the knowledge that when 
the group is served so are all the individuals comprising it. 

The Feed Bag wishes officially to take this opportunity 
to pay its own humble tribute to Fred M. McIntyre. The 
ieed industry needs more men like him. 


TWO WAY Prices of farm products are exception- 
RELIEF PLAN ally low. The farmer’s income has dwin- 

dled severely. His purchasing power is 
at a minimum and consequently he has become a wary buy- 
er—a bargain seeker. 

The farmer’s economic plight on the surface may be ap- 
palling to feed dealers who depend on him for the bulk of 
their sales. But the cloud has a silver lining if approached 
from the right angle. 

Since the prices of his products have tumbled to low 
levels, the farmer must logically seek a means of econo- 
mizing on the production end to even the balance. Herein 
is a splendid sales argument for the aggressive feed dealer 
who handles a reliable brand of feed. He can go to the 
farmer and investigate his present feeding plan. Then a 
pencil and pad and a sales talk substantiated with local 
evidence from other successful customers can be brought into 
action. The dealer can emphasize the fact that his feed will 
produce more milk, eggs, beef or pork for less money, thus 
increasing the farmer’s margin or profit despite a sagging 
market. And with facts and figures, he should be able to 
prove it. 

Such a sales approach appeals to the farmer because it 
has in it a good quantity of service and helpful advice. It 
indicates to him that the dealer is not only interested in 
selling him merchandise but also in helping him prosper. It 
will bring new business and additional profits to the feed 
store owner. 

Farmers may have their backs to the wall but they are 
receptive to any offer that will help them out of their plight. 
The advice of feeding a high quality ration to obtain farm 
products at less cost per unit is a logical relief measure both 
for the man who uses the feed and the one who sells it. 
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HEDGING Some flour millers have recently been con- 
MILLFEEDS gratulating themselves on the fact that 

months ago they hedged their millfeed sales 
in the St. Louis futures market. These millers protected 
themselves against the effects of the feed price decline, from 
which all others in the trade have suffered, and when they 
closed out their hedges they took their profits in bankable 
cash. 

The St. Louis millfeed futures market has now been 
operating for longer than a year and, although it is a com- 
paratively small market, it seems logical that it could offer 
many feed dealers the same protection which some of the 
more far-sighted flour millers obtained this year. The mar- 
ket accepts round lot trades in 100 ton units and job lot 
trades in 25 ton units so its facilities are well suited to meet 
the needs of the average retail feed dealer who wishes to 
protect his feed purchases against possible market declines. 

That the market is steadily increasing in favor in the 
feed industry is indicated by a recent report of C. B. Rader, 
secretary of the Merchants Exchange of St. Louis. Mr. 
Rader points out that 34,025 tons of millfeed were traded in 
the St. Louis futures market during February 1931 as com- 
pared with 19,750 in February 1930. The February 1931 to- 
tal was divided as follows: 23,050 tons of bran, 7,775 tons of 
gray shorts and 3,200 tons of standard middlings. 


ELEVATORS TURN In years gone by the principal and 
TO SIDELINES sole qualification of a good eleva- 

tor manager was to be able to buy 
and sell grain and show a profit on his dealings. But within 
the past decade marked changes have developed. 

Elevators are turning more and more toward the mer- 
chandising of sidelines, particularly feeds. In some cases 
the elevators were forced to follow this trend to assure their 
continued existence as grain trading diminished in import- 
ance. Others, although they were still making money, rea- 
lized the additional profits that were to be gained by hand- 
ling sidelines and wisely entered the field. 

Elevator managers in both Illinois and Minnesota re- 
cently held conventions. At each of these meetings increased 
trends toward the handling of sidelines were reported.  Illi- 
nois elevators sold $17,000,000 worth of feeds and other pro- 
ducts last year while the volume of grain handled was 25 
per cent below normal. Minnesota managers also reported 
a decided increase in the sales of sidelines while grain trad- 
ing diminished considerably. Entrance of the government 
into the grain business has given increased impetus to the 
movement. 

The mere stocking of a large number of sidelines does 
not insure prosperity, however. Well planned merchandis- 
ing is required. 

It is.therefore essential for the modern elevator man- 
ager to be a good merchandiser as well as a grain trader. 
He has ample opportunity to gain valuable and _ prac- 
tical knowledge by observing the methods of successful deal- 
ers, reading The Feed Bag, “Merchandising Magazine of the 
Feed Industry”, and taking advantage of the assistance of- 
fered by the manufacturers of the products he desires to 
handle. 

Thus prepared he will possess a lucrative means of con- 
tinuing to make money should he find his grain business 
falling off or going to pot. 


The Feed Bag herewith wishes to express appreciation 
for the cooperation of the Humphreys-Godwin Co., Mem- 
phis; LaBudde Feed & Grain Co., Milwaukee, and Penick 
& Ford, Ltd., Inc., Cedar Rapids, in supplying part of the 
data for The Feed Bag Price Charts. 
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bsorption 


Moisture 


‘¢Unbalanced’’ 


All these different substances 
are found in wheat when it is 
harvested. But they’re not 
properly“balanced” for baking. 
No single variety of wheat 
contains these things in just 
the right quantities to make a 
perfect all-purpose flour. 


‘ 


larly in the 


9 out oF 10 


farmers who pass every dealer’s 
store are reading Pillsbury’s page 
advertisements appearing regu- 


Wisconsin Agriculturist 
and Farmer 


J 


Use the “balanced” flour 
—and forget luck! 


Some women say, “I had good 
luck with my baking this time.” 
They realize that next time may 
be different. But they feel that ups 
and downs are unavoidable. 


Other women never mention luck. 
They have discovered the value 
of “balance” in recipes and 
“balance” in flour. They do perfect 
baking every time—good luck, or 
bad luck, does not concern them. 
Every day there are more of these 
women. Today the “balanced” 
flour, Pillsbury’s Best, is used by 
more women than any. other. 


Your best recipe is perfectly 
“balanced”—it calls for just the 
right amount of each ingredient. 
Pillsbury’s Best Flour is also 
perfectly “balanced”—it contains 
just the right amount 


successful baking. No single type 
of wheat contains the right pro- 
portions of protein, mineral, 
moisture, etc., to work perfectly 
for all your baking. Therefore, 
Pillsbury’s Best is made from a 
special blend of different types of 
the finest wheats, scientifically 
“balanced” for all-purpose 
baking. These wheats are mixed 
according to a combination used 
only in Pillsbury’s Best — there 
is no other flour just like it. 


Try Pillsbury’s Best. Everything 
you bake—bread, biscuits, pastry 
—will turn out better. Everything 
will have a delicate, unmistakably 
richer flavor. See for yourself how 
much a properly “balanced” 
flour can help you in your 

baking. Your grocer 


Moisture 


‘¢sBalanced ’’ 
The Pillsbury “balancing” 
process mixes as many as 
sixteen different types of the 
finest wheats. The result is a 
flour which contains just the 
right amount of protein, 
mineral, moisture, etc.—a flour 
perfectly “balanced” for all 
kinds of baking. 


of every part of the 
wheat necessary for 


Pillsbury’s 


“palanced” for 


PILLSBURY FLOUR MILLS COMPANY, General Offices: Minneapolis, Minnesota 


has Pillsbury’s Best— 
ask for it by name. 


Best Flour 
perfect baking 


Also Pancake Flour, Wheat Bran, Farina, Cake Flour, Rye, Grabam aod Durum Flours 
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Federation Plans Board of Governors 
For Promoting Activities 


Record Crowd Attends Syracuse 


N spite of predictions that the de- 

pressed condition of the retail feed 

trade would curtail attendance at 
the mid-winter convention of the East- 
ern Federation of Feed Merchants, the 
registration records show that the Syra- 
cuse meeting, February 1% and 20, at- 
tracted the largest crowd in the his- 
tory of the organization. And it was 
an enthusiastic group of delegates that 
attended every session until the con- 
vention hall was filled to overflowing. 

The feed men began to gather at 
the Hotel Onondaga early in the after- 
noon of February 18 and they met in 
small groups to discuss trade condi- 
tions and the future outlook. While 
most of the eastern dealers admitted 
that business was below normal, they 
were unanimous in their prediction that 
the bottom was reached and each month 
would show a decided upturn. 

Plan Board of Governors 

The convention was officially opened 
with a meeting of the board of directors 
and chairmen of committees on the 
evening of February 18. Fred M. Mc- 
Intyre, Potsdam, N. Y., president, was 
in charge and after thanking his asso- 
ciate officers for their cooperation in 
preparing for the convention, he out- 
lined the plans for a board of gover- 
nors. Under the plan a governor would 
be appointed in each county in the 
states of New Jersey, New York and 
Pennsylvania. Where two or more 
small or closely related counties could 
be combined, one governor would serve. 
Each state would elect a chairman of 
the governors in that state and the 
entire board would select a general 
chairman. 

“Such a plan,” said Mr. McIntyre, 
“will make it possible to keep in close 
touch with the trade in every section 
of the East. Our governors will repre- 
sent the federation in organizing local 
district clubs and promoting member- 
ship. They will keep the officers of the 
federation advised of changes that oc- 
cur in their districts and will be able 
to get a quick response to matters re- 
quiring the individual action of retail 
feed merchants.” 

The directors voted unanimously in 
favor of the plan and the following 
committee was appointed to draft a defi- 
nite plan: Chairman, LeRoy E. Thorpe, 
Carbondale, Pa.; Harold Hilderbrand, 
Schenectady, N. Y.; Herbert Barndt, 
Binghamton, N. Y.; Samuel Deuel, Pine 
Plains, N. Y.; William Mather, Adams, 
N. Y.; Sylvester Virkler, Castorland, 
N. Y.3; Max Cohn, Buffalo, N. Y.; 
James Ditzler, Jamestown, N. Y., and 
Chauncey Conklin, Warwick, N. Y. 

H. M. Dey, manager of the conven- 
tion bureau of the Chamber of Com- 


merce, opened the convention at the 
morning session on February 19 with 
a welcome to Syracuse and an invita- 
tion to visit the places of interest. He 
stated that the convention was the only 
gathering that had met in the city with- 
in a year that had an attendance equal 


W. A. Stannard 


to its expectations. 

Fred M. McIntyre, president, was 
given an ovation by the more than 300 
delegates when he rose to welcome them 
in behalf of the federation. He praised 
his officers and committees for their co- 
operation during the year and predicted 
that they would be spurred to even 
greater achievement by the enthusias- 
tic convention. 

During a brief business session the 
following committees were appointed: 

Resolutions? William Roe, Water- 
town, N. Y.; J. A. Trinley, Linfield, 
Pa.; B. S. Tracy, Malone, N. Y.; Mel- 
vin R. Horton, Peekskill, N. Y, and A. 
W. Roy, Sussex, N. J. oe 

Summer meeting: Bruce L. Hall, 
Cooperstown, N. Y.; H. L. Pettit, Elli- 
cottville, N. Y.; Henry Harkness, May- 
ville, N. Y.; W. R. Baker, Carbondale, 
Pa., and W. A. Mather, Adams, N. Y. 

Reception: C. J. La Fleur, Waverly, 
N. Y.; Herbert J. Barndt, Binghamton, 
N. Y.; Reeve Harden, Hamburg, N. J.: 
Walter Sleeth, Cicero, N. Y., and L. A. 
Godfrey, Attica, N. Y. 

J. E. Sams, general manager of the 
Blatchford Calf Meal Co., Waukegan, 
Ill., spoke on the subject of “New Fea- 
tures of Competition and How to Meet 
Them.” His address is published in this 
issue of The Feed Bag. 
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Parley 


“In times of depression,” said David 
K. Steenbergh, Milwaukee, editor of 
The Feed Bag, official magazine of the 
Eastern Federation, who was the next 
speaker, “one must run fast to stay 
where he is.” His complete address, 
describing methods feed dealers are 
using to overcome effects of the de- 
pression, is published elsewhere in this 
issue of The Feed Bag. 

Futures Market Explained 

C. B. Rader, secretary of the Mer- 
chants Exchange, St. Louis, Mo., gave 
an interesting explanation of the trad- 
ing in mill futures and the outlook for 
the future. 

“The market has been a success from 
the start,’ he told the delegates. “In 
spite of predictions of failure and the 
opposition of certain factions, we have 
made steady progress. Our most for- 
midable opponents at the start are now 
our most ardent supporters. Every sec- 
tion of the United States has sent in 
orders and many foreign countries have 
shown their interest.” 

He urged the merchants to use the 
market as a protection against decline 
and, if deliveries are taken, as a guar- 
antee of grade. 

The luncheon meeting provided much 
amusement when C. J. La Fleur, Kasco 
Mills, Waverly, N. Y., chairman of the 
“Get-acquainted” committee, got into 
action. First he wanted to know who 
has been the longest in the feed trade 
and Frank T. Benjamin, Canastota, N. 
Y., treasurer of the federation, took 
the count with 52 years to his credit. 
George Strong, Warwick, N. Y., and Z. 
K. Greene, Middletown, N. Y., were 
close competitors. 

The youngest in the trade was L. 
A. Godfrey, Attica, N. Y., who started 
in business two years ago. G. E. Hillier, 
manager of the feed department of Pen- 
ick & Ford Co., Inc., Cedar Rapids, Ia., 
claimed the record for distance. 

Judge Roscoe C. Harper, Sherburne, 
N. Y., spoke briefly and told a number 
of his hilarious jokes that prolonged 
the luncheon until it was time to ad- 
journ for the afternoon meeting. 

Farm Board Discussed 

“The government will probably take 
over control of the cooperatives,” pre- 
dicted Charles D. Campbell, attorney 
from Potsdam, N. Y., who represented 
the federation before the federa! farm 
board. “Politicians are always looking 
for new ways to spread their influence 
and spend government money. If they 
should decide the cooperatives should 
be federalized then your troubles are 
over.” 

He urged the merchants to select 
their candidates for state and federal 

(Continued on Page Forty-four) 
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Judd Barton of Sleepy Hollow Goes 
Visiting and Wakes Up 


Moral: As You Think, So Is Business 


“RB USINESS is sure tough,” mut- 


tered Judd Barton, feed dealer 

and justice of the peace of 
Sleepy Hollow. “There ain’t a soul 
come here to buy a thing all day, and 
I know darned well that them farmers 
hasn’t got hardly a straw to keep their 
cattles’ bones together ‘cause of the 
drouth.” 

He paced in measured strides past 
the murky window of his store and then 
dropped discouraged into his well-worn 
office chair and propped his feet upon 
his untidy desk, littered with unopened 
advertising literature and unpaid bills. 

“This country has sure gone to the 
dogs,” he continued, addressing his list- 
less mill-hand who loitered in the door- 
way adjoining the grinding room and 
the office. “Stock market crash is to 
blame for the whole thing. We have 
to suffer just because of these Wall 
street guys. It’s no use trying to go 
out and get business. There ain’t any. 

Discharges Mill Hand 

“Bill,” he continued solemnly, “I 
can’t afford to keep you any longer. 
So after Monday I guess you'll have 
to look for a new job. Sorry, but I 
can’t help it.” 

Bill turned and walked disconsolate- 
ly back into the warehouse. 

The Sleepy Hollow feed store was 
the picture of complete dejection. In 
one corner of the dust-coated ware- 
house were littered a few sacks of feed, 
comprising the entire stock of Judd Bar- 
ton’s commercial rations. Massed in a 
pile so that it was necessary to hand 
pick one from the other, were bags of 
bran and middlings. One or two sacks 
of seed, some stray blocks of rock salt 
and a decrepit feed grinder completed 
the scanty inventory. The warehouse 
cat, a gaunt, gray creature, with hun- 
gry eyes and protruding ribs, stalked 
vainly about for food. 

Let Stock Run Down 


Judd Barton hadn’t purchased a scoop 
shovel full of feed since business began 
to slow up. At first, customers fre- 
quently came to the store and asked 
for a certain product. 

“Haven’t got in in stock today but 
I'll have it here ‘for the week’s 
over,” Judd would say. 

“Tll be in soon to let you know if 
I want you to order it for me,” the 
customers replied. 

But they never came back. 

And so trade dwindled away until 
it was apparent that the Sleepy Hol- 
low feed store was doomed to close 
its doors after the 50 long years it had 
been in the community. 

While Judd Barton sat fretting in 
his swivel chair, cussing the Wall street 
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By Emil J. Blacky 


villains and things in general, Colonel 
Barnes, an old family friend, sauntered 
into the office. 

“What’s the matter, Judd?” he in- 
quired, “Business pretty tough?” 

“Tough?” responded the Sleepy Hol- 
low feed dealer. “Why, I ain’t seen 
anything like it in these 50 years. It 
ain’t just tough. It’s rotten.” 

“Well, maybe I can make it look a 
little brighter,” offered the visitor. “You 
know those beef critters I had shipped 
in here to feed this winter? Well, I 
thought I’d have enough of my own 
grain and hay ta see ’em through, but 
I guess I’m going to run a little short 
and I thought maybe you could fix me 
up with about a half carload of bran.” 

Judd Barton grasped the side of his 
desk to keep from falling out of his 
chair in astonishment. It was the first 
real order he had received in months. 

His drowsy faculties collected them- 
selves, however, and he promised to 
have the feed ready for delivery on 
the following Thursday. The price 
question was settled and the deal 


May Use Relief Loans To 
Feed Livestock 


Federal funds loaned under the $45,- 
0vV0,000 appropriation for loans to farm- 
ers in drought and storm-stricken areas 
may be used to feed livestock other 
than work animals, although the con- 
tracts under which the loans were made 
prohibit the use of the funds for that 
purpose, Dr. C. W. Warburton, secre- 
tary of the National Drouth Relief com- 
mittee, recently stated February 16. His 
statements were made in view of addi- 
tional drouth relief legislation enacted 
February 14. 

“The department of agriculture which 
administers the loans,” he said, “will 
not question the use of the funds 
whether for feed or work stock or for 
other livestock. Farmers who ob- 
tained loans with the restriction that 
the funds might not be used for live- 
stock other than work stock may now 
obtain additional loans for feeding any 
kind of livestock if they have security 
to offer.” 


CONVOY EQUITY EXCHANGE 
Co., Convoy, Ohio, has installed a feed 
mill. 


W. H. THOMPSON, Vinton, Ia, 
who has operated a seed and feed store 
for 40 years, has sold his stock and dis- 
continued business. 
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closed. 

Barton grabbed his frayed hat, 
climbed into his flivver and was soon 
chugging toward Bustletown. 

Hank Billings ran the feed business 
at Bustletown. When Judd Barton 
pulled up to the store a long line of 
teams and trucks was stationed before 
the building. The grinders were dron- 
ing busily. Mill hands dashed from 
corner to corner, serving the trade. 

The office girl was  industriously 
pounding a typewriter when Barton en- 
tered. He grinned as he observed the 
sign, “ALL FEEDS SOLD FOR 
CASH” hanging on the wail in plain 
view above her. 

“Mr. Billings in?” he asked. ‘“No,” 
replied the girl, “he’s out in the country 
calling on some prospects but he’ll be 
back in an hour if you care to wait.” 

Billings returned at 5 o'clock. 

“See that these orders are delivered 
tomorrow,” he instructed, turning to the 
girl. “Seven new ones today. Had a 
nice trip.” 

Barton and Billings shook hands. 

“How’s business?” inquired the Bus- 
tletown dealer. 


Too Busy to Worry 


“Business?” groaned Barton. “It’s 
terrible. Only one order in three 
months. The stock market crash has 
busted everything to pieces.” 

“Is that so?” Billings inquired. 
“When did we have a crash? We've 
been so busy here, I hadn’t heard any- 
thing about it.” 

Barton gulped. “Er, Billings,” he 
finally managed to say. “I came to 
see if you'd split a car of bran with 
me. An old customer of mine wants 
a half carload, and I couldn’t use an 
extra one in 10 years. I could take 
my share out down the line and ship 
it on to you.” 

“Sure, I'll go in with you,” said Bil- 
lings. “I’m low on bran myself.” 

As Judd Barton drove back to his 
tumble down store, he was reflecting 
on a certain remark: 

“We've been so busy here, we didn’t 
even know there was a stock crash,” he 
kept repeating to himself as he med- 
itated deeply. 

It was Thursday afternoon. The tel- 
ephone in the Bustletown feed store 
rang briskly. Judd Barton was on the 
wire. 

“Hello, Billings,” he said. “The car 
of bran arrived this morning, but if you 
don’t mind I'll keep that other half my- 
self. I just spent a couple of hours in 
my territory and sold it.” 

Billings agreed, and from that day 
on, business was good at the Sleepy 
Hollow feed store. 


Business, Farm Welfare Threatened 


By Government Interference 
Speaker Flounces Federal Farm 


duce less wheat or to produce less 

milk, as it is to tell a laborer to 
automatically reduce his own wages. It 
simply isn’t being done. The only 
source of wealth a farmer has is the 
crop that he produces and if he is asked 
to reduce that, then he is asked to re- 
duce his very income. Ii is all very 
well to say to him that if he produces 
less he will get more for that which he 
does produce but it would be far better 
to be able to say to him that the gov- 
ernment is searching for ways and 
means so that he may produce the max- 
imum amount of goods his acreage will 
yield and sell it all at a fair profit. 

Should Develop Market 

The government, if it wants to lend 
the farmer real relief, should use its 
energy and spend its money to that end, 
rather than to the curtailment of the 
farmers’ production. One-tenth of the 
money which has been squandered in 
foolish gambling on the board of trade 
in attempting to set aside the law of 
supply and demand would have, if prop- 
erly used, gone a long way towards ac- 
tually eliminating the surplus in place 
of damming it up in a gigantic flood, 
which, when it was released will com- 
pletely inundate prices. It the govern- 
ment would use its resources and a 
small percentage of this farm board 
money to spread constructive propagan- 
da urging our people to use more dairy 
products for instance, not only would 
the surplus be eliminated but as a by- 
product the government would actually 
be making a real contribution to the 
health of its citizens, since that is what 
an increased use of dairy products 
undoubtedly would mean. This is the 
function of government. What we 
want is more business in government 
and less government in business. 

I am willing to concede that our poli- 
ticians have had an honest desire to 
help the farmer but that desire has led 
its proponents far afield and has caused 
many hardships to be inflicted on trades 
allied with the farmer without yielding 
to him a corresponding benefit. 


Plan Endangers Business 


This matter of farm relief has become 
a “Will o’ the Wisp” which leads its 
followers from a firm, ground of a 
strong desire to help the farmer through 
the dangerous low lands of price fix- 
ing and other economic fallicies, finally 
into the desert of a government sub- 
sidized, communistic venture, destined 
to bring ruin on thousands of honest 
and industrious business men who for 
many years have served their commu- 
nity faithfully and on smaller net re- 
turns than practically any other busi- 
ness. 


[' is as silly to tell the farmer to pro- 


It is certainly the duty of the gov- 
ernment to help the farmer to market 
his crop so that he may get the largest 
price from it which the law of supply 
and demand would justify. However, 
it is the opinion of sound business men 
that the facilities of the government 
should never be used in a way which 
by artificial means will interfere with 


J. E. Sams 
Mr. Sams, general manager, Blatchford 
Calf Meal Co., Waukegan, Ill. presented the 
talk published herewith at the recent con- 
vention held by the Eastern Federation of 
Feed Merchants. 


the orderly marketing and thereby de- 
feat the very, purpose which it was de- 
signed to aid. 

Loan Feature Abused 

The agricultural marketing act was 
no sooner passed than many attempts 
began to be made to bring pressure on 
the farm board in order to persuade 
them to make loans not justified by 
the act. These loans were to be used 
to finance business in competition with 
existing business with government 
money. Of course, the people who were 
seeking these loans carefully minimized 
this purpose and tried to make it ap- 
pear that their whole purpose was to 
help the farmer in marketing his crops 
but a careful scrutiny of those request- 
ing such loans soon brought out the 
truth that they were more interested 
in putting thousands of feed merchants, 
not subsidized by the government, out 
of business than in greatly aiding the 
farmer. 

Through the efforts of your organiza- 
tion these attempts were not at the time 
entirely successful and you owe a great 
debt of gratitude to Fred McIntyre, who 
by his own force of personality and ag- 
gressive spirit, was able to make Wash- 
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Board 


ington see that such a thing was un- 
thinkable. 

There is a world of difference be- 
tween the farmer owned and farmer 
controlled system of marketing where- 
by the farmer is assisted in getting his 
crops on the market in an orderly man- 
ner and the syndicated system of chain 
feed stores in competition with legiti- 
mate business in which the farmer may 
buy a few cents cheaper,—or be fooled 
into thinking so. 

To me the old fashioned American 
feed merchant with a heart and soul 
as big as all outdoors, who counseled 
with the farmer on his problems, car- 
ried him when he was broke and helped 
him when he was in trouble was of far 
more benefit to the farmer than any 
syndicated chain of feed stores under 
any guise whatsoever. 

The organization of chain feed stores 
through government or state supervi- 
sion, is but one step in the progression 
that is un-American in its conception, 
un-American in its application, and will 
be un-American in its ultimate conclu- 
sion, and already has brought about un- 
fair discrimination calculated to further 
embarrass existing business. 

Suggests Some Solutions 

And now that I have called your 
attention to some of the new elements 
that are entering into the feed business, 
I am going to try briefly to point out 
some of the ways that those difficult 
problems can be met and solved. 

In the first place, I would suggest 
that every man here do his part in call- 
ing the attention of his associates, of 
his friends and neighbors and the farm- 
ers with whom he comes in contact, in 
fact, everybody whom he meets, to the 
undeniable fact that the syndicating of 
the feed business is a very dangerous 
and un-American system and that the 
farmer of all people, should be most 
anxious to return to American stan- 
dards of buying and the American way 
of doing business. 


In the second place, we should all do 
our part to bring about in our own 
community, a feeling which will en- 
able us to better impress our’ legislat- 
ors with the importance of giving their 
district consideration in casting their 
votes. 

But, in the final analysis, the best 
aid in bettering your conditions is your 
own organized efforts. In an organi- 
zation such as the Eastern Federation 
of Feed Merchants there is a world of 
power, especially so when it is so well 
managed as is your own organization. 
In it you have ready for your use a 
machine which properly equipped, will 
solve all these problems with which 
you have to deal. 
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VERY one of these dots indi- 
cates the location of one or 
more Dings ‘‘High Intensity’’ mag- 
netic separators in the feed in- 
dustry. One or more plants in 
each of these locations is protect- 
ed against the appalling damage 
done yearly by Tramp Iron. 
At the right is a list of but a few of the 


many hundreds of satisfied Dings users 
in Wisconsin! 


Look them over! Ask them! Then ask us! 


Dings Magnetic Separator Co. 


704 Smith Street, Milwaukee, Wisconsin 
ESTABLISHED IN 1899 
World’s largest manufacturers of 
agnetic Separators 
New Yor Chicago 
Street 332 S. LaSalle Street 
San Francisco 
Son ‘Rice Bidg. 273 Seventh Street 
Branch Offices in Other Principal Cities 
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Follow in the step of these 
satisfied users and meet com- 
petition with an iron- free 
product: 


E. P. Doty, 
Janesville, Wis. 
Maribel Milling Co., 
Maribel, Wis. 
H._P. Schmidt Milling Co., 
Oshkosh, Wis. 
Krueger Bros., 
Forest Junction, Wis. 
Johnson & Delong, 
Avalon, Wis. 
Greenbush Milling Co., 
Greenbush, Wis. 
Viroqua Milling Co., 
Viroqua, Wis. 
Marshfield Milling Co., 
Marshfield, Wis. 


Door County Produce Co., 
Sturgeon Bay, Wis. 
Elmer Wise, 


Ladysmith, Wis. 
Woodville Elevator Co., 
Woodville, Wis. 


Langlade Farmers Co., 
Anti igo, Wis. 
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Che feed Bag Price Charts 


Showing the Comparative Range in Prices of 


WHEAT BRAN 
LINSEED MEAL 


CORN GLUTEN FEED 


STANDARD WHEAT MIDDLINGS 


CORN OATS 
COTTONSEED MEAL 


For Years 1926, 1927, 1928, 1929, 1930 and the Five Year Average 


All prices are in dollars per ton, Chicago- 
Milwaukee rate basis. Prices on Corn and 
Oats, bulk. Bran, Middlings, Linseed 
Meal, Gluten Feed, Cottonseed Meal, 
100 Ib. sacks. 


Each square, from left to right on all charts 
represents approximately one week begin- 
ning January 1. Each square, from bottom 
to top, represents a price differential of 
$1.00 per ton. 


KEY FOR ALL CHARTS 


(Blue line)........ Price Range for 1926 
==umm=(Green line)....... Price Range for 1927 
——« (Brown line) ...... Price Range for 1928 
(Purple line) ...... Price Range for 1929 
Price Range for 1930 
amen (Black line)......... Five Year Average 


This Chart Published by THE FEED BAG, 210 East Michigan Street, Milwaukee, Wisconsin. 
David K. Steenbergh, Managing Editor. Price $1.00. 
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Federation Wants Repeal 
Of Agricultural Act 


Three resolutions (1) favoring repeal 
of the agricultural marketing act and 
abolition of the federal farm board, (2) 
opposing proposed increases in postal 
rates for first class and parcel post mail 
and (3) thanking all who contributed to 
the success of the Syracuse convention 
were adopted by the Eastern Federa- 
tion of Feed Merchants, February 20. 

The federal farm board, says the first 
resolution, has failed of its purpose, has 
not brought relief to eastern farmers 
and has put the government into. busi- 
ness in competition with private busi- 
ness contrary to the act under which 
the board was created and to the con- 
stitution of the United States. The res- 
olution favors repeal of the marketing 
act, abolition of the farm board and 
opposes the appropriation of any addi- 
tional public funds for use of the farm 
board. 

The second resolution says that the 
proposed: increase in postal rates would 
cost the retail feed merchants of Penn- 
sylvania, New Jersey and New York in 
excess of $150,000 each year. The gov- 
ernment is, therefore, stationed to main- 
tain present postal rates for first class 
and parcel post mail. 

The third resolution expresses appre- 
ciation for help with a successful con- 
vention to the Onondaga hotel, Syracuse 
Chamber of Commerce, Arcady. Farms 
Milling Co., National Molasses Corp., 
Postal Telegraph Co., Max Cohn of the 
Sunset Feed & Grain Co., Buffalo, and 
to all the speakers named in the con- 
vention report included in this issue of 
The Feed Bag. 


FREIGHT RATE DIFFERENTIALS 
For use with The Feed Bag Price Charts 
Yellow Gorn Wheat Bran) 
East of Chicago White Oats Middlings Gluten Feed 
Boston, Mass. $6.40 $6.50 $6.90 
New York, N. Y. 6.00 6.10 6.50 
Ausany, N. Y. 5.80 5.90 6.20 
PHILADELPHIA, Pa. 5.60 5 70 6.10 
Newport News, Va. 5.40 5.50 5.90 
Utica, N. Y. 5.40 5.50 5.90 
Syracusg, N. Y. 5.10 5.20 5.70 
T. Wi. MxF N. Wa? 
BuFrato, N. Y. $3.80 | $3.80 | $3.90 | $3.80 | 3.90 
PITTSBURG, Pa. 3.80 | 3.80] 3.90} 3 80] 3.90 
CotumBus, OxI0 2.c0| 3.80} 3.10] 3.80] 3.20 
CLEVELAND, OHIO 2.60 | 3.80 |} 3.20; 3.80] 3.20 
OHIO 2.30 |} 3.10} 2.90 | 3.10] 2.90 
Detroit, Mic#. 2.30 | 3.10} 2.90 | 3.10] 2.90 
In using The Feed Bag Price Charts, to get approximate prices delivered your station, 
add the proper above differential based on difference in all rail freight rates between Chicago 
and your rate point, to prices listed on charts. All rates are quoted on per ton basis. — 
#.M.—Indicates rates applying on shipments originating in Trans- Mississippi territory. 
*N.W.—Indicates rates applying on shipments originating in Northwestern territory. 
Freight rate differentials for Cottonseed Meal are not quoted. 


Federation Convention Sidelights 


BOB CRAWFORD and Babe Mor- 
gan dispensed the well-known Reef 
Brand hospitality in room 936 at the 
Onondaga. Bob, who recently was 
made vice president and sales manager 
of the Gulf Crushing Co., was accom- 
panied to the convention by his wife. 
Incidentally, we are writing these notes 
with a Reef Brand pencil. 


THE TWO BROWN BOYS, L. F.,, 
of the American Feed Manufacturers 
association and L. M., of the National 
Oil Products Co., were “on the job” 
as usual. Both Lou and Les are known 
for their golfing ability but Les makes 
an additional specialty of the galloping 
dominoes while Lou is in a class by 
himself as a public speaker. 

* 


R. F. BARTLE,. Utica; N. Y.,. rep- 
resentative of Vitality Mills, Inc., was 
his natural self again at the convention. 

* 

MAX COHN, Sunset Feed & Grain 
Co., Buffalo, N. Y., was again protector 
of the federation’s interests at the regis- 


tration desk. The federation has made 
a profit on every convention since Max 
has been in charge of the convention 
exchequer. He knows how to collect 
and make ’em like it. 

* * 

FRANK SCHONHART, Cargill 
Grain Co., Buffalo, was back as “keep- 
er’ of the pre-convention game room. 
We did not hear, either, that he walked 
back to Buffalo. + 

VIC FERNEAU, Dewey Brothers 
Co., Blanchester, Ohio, was at Syracuse 
to prove how far a man will go for busi- 
ness these days He reports having his 
golf clubs all shined up ready for the 
annual French Lick invasion. 

* * 

G. I. GODSHALK and R. D. Ward, 
Bangor, Pa., were among! the few true 
optimists at the convention. Flory Mill- 
ing Co., reported a nice increase in busi- 
ness during 1930. 

* ok 

REEVE HARDEN, Hamburg, N. 

J., past president of the federation, was 
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boosting for a summer convention at 
Atlantic City. We'd like to see the 
federation hold a New Jersey conven- 
tion some year. 

* * * 

J. D. DITZLER, poet laureate of 
the eastern feed trade, is a real man’s 
man but the ladies sure like him. George 
Hosie and Glenn Garner, also of Ames- 
Burns Co., Jamestown, N. Y., were 
Jim’s chaperones at the convention. 

* 

H. N. VREDENBURG, sales man- 
ager of Sprout, Waldron & Co., and 
wife motored to Syracuse from Muncy, 
Pa. Mr. Vredenburg reported driving 
through snow drifts eight feet high on 
both sides of the road. 


B. L. DUTCHER, Sidney, N. Y., has 
announced that he will change his busi- 
ness from a credit to a cash basis, effec- 
tive April 1. Mr. Dutcher is compiling 
a customers’ list of 500 names and plans 
to spend $1,000 sending weekly adver- 
tising circulars to this list during one 
year. 


BAYEUX B. MORGAN, northeast- 
ern sales manager of the Gulf Crushing 
Co., has moved from Plantsville, Conn., 
to 306 West German street, Herkimer, 
Ne 
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Why Postpone 


Profits? 


F you put Diamond in your poultry 

mashes now you will start to benefit 
at once by the resulting profits. Why 
wait longer to realize the maximum saving 
on ingredient costs? 


A gradually growing list of feed mixers 
who are using Diamond regularly as a 
source of high-quality vegetable protein 
to replace a part of the expensive animal 
feeds attests to the worth of Diamond for 
this purpose. These mixers are saving 
money without sacrificing quality. They 
are not getting any complaints about re- 
ducedegg production or slower growth. If 
they were, they wouldn’t keep on with 
Diamond, month after month. 


Diamond Corn Gluten Meal 


can show you the same real saving on in- 
gredient costs. Ask our salesman how— 
or write us direct. 


RATION SERVICE DEPT. 


Corn Products Refining Co. 
17 Battery Place, New York City 


40% Protein Guaranteed 


Manufacturers, also, of 


BUFFALO CORN GLUTEN FEED 
AND 


HEAVY BUFFALO CORN GLUTEN FEED (SWEETENED) 


| 
Quality 


The finest quality pro- 
ducts at the lowest 
price—that is the tribute 
paid us daily by satisfied 
users of 


‘RED 3°? Brand: 
Rolled Oats 
Steelcut Oatmeal 
Whole Oat Groats 
Ground Oat Groats 
Feeding Oatmeal 
Hygrade Oatfeed (11% Protein) 
Reground Oat Hulls ; 
Unground Oat Hulls 
Fine Ground Oat Hulls 
White Hominy Feed (7% Fat) 


Wire us for Quotations 


The Corno Mills Company 
East St. Louis, Ill. 


Three Minute Cereals Company 
Cedar Rapids, Iowa 


E. S. Woodworth & Co. 


MINNEAPOLIS, MINNESOTA 


Offer a complete line of 


Millfeeds 


OIL and COTTON SEED 
MEALS 


either straight or mixed cars. 


Large warehouse facilities and com- 
plete stocks insure prompt shipment. 


Oats, Corn, Rye, Barley 
and Chicken Wheat 


WRITE, WIRE OR PHONE 
ATLANTIC 4593 for PRICES 


Try Us. You will like our service. 
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Sudden Death of Frank Kern 
Mourned by Industry 


7. RANK MAITLAND KERN, one 
of the outstanding leaders of the 
retail feed industry in Wisconsin, 

died suddenly of a heart attack at St. 
Petersburg, Fla., Wednesday, February 
11. He had been ill during the fall and 
winter but was considered well along 
the road to com- 
plete recovery and 
his death was a 
surprise and severe 
shock to his many 
friends. 

Funeral services 
were held at Spar- 
ta, Wis., his boy- 
hood home, where 
he had been man- 
ager of the Sparta 
Produce Exchange 
for many years. 
They con- 
ducted by the Rev. 
J. H. Norenberg at the home of Mr. 
Kern’s sister, Mrs. J. H. Davis, on Feb- 
ruary 16, followed by Masonic rites at 
the Masonic temple and also at Wood- 
lawn cemetery where interment was 
made. 

Mr. Kern was one of the organizers 
of the Central Retail Feed association, 
which held its first convention at Mil- 
waukee, June 22 and 23, 1926. He was 
elected a director of the association at 
this first convention and served as an 
active officer of the organization up to 
the time of his death. He was president 
of the Central Retail Feed association 
for the year starting in June, 1928, and 
following a year of great progress in 
the organization under his direction, 
was reelected to his former position as 
a director. 

There can be very few feed dealers 
in Wisconsin who do not feel that they 
know Frank Kern. He presided or 
spoke at all but one of the annual Cen- 
tral Retail Feed association conven- 
tions. He attended and addressed sev- 
eral dozen district meetings of the asso- 
ciation in practically every section of 
the state and was also a speaker at 
district feed dealers’ meetings in Minne- 
sota and Illinois. In addition to all 
this, he was a more or less regular 
contributor to The Feed Bag. 


Mr. Kern talked on the need of or- 
ganization among retail feed dealers, the 
cost of conducting a retail feed business 
and credit and collection problems for 
retail feed dealers. The latter subject 
was a favorite with him and he was 
never too tired or too busy to talk over 
credit problems with some fellow feed 
dealer. 


Mr. Kern realized how important a 
matter credit control was becoming in 
the feed industry and yet he really had 
no credit problem in his own business. 
He often said that he had an actual 
loss of less than $500 in doing some- 
what more than $2,000,000 business in 


Frank Kern 


10 years’ time. Despite the fact that 
he was a mighty good business man 
and a good collector, he hoped to see 
the day when the retail feed business of 
the country would be conducted on a 
strictly cash basis. 

Frank Kern’s motives in work in be- 
half of his fellow feed dealers and the 
Central Retail Feed association were en- 
tirely unselfish. His business was in 
such shape that he had nothing to gain 
and much of his work was done during 
a time when he was looking forward 
to his retirement, which became effec- 
tive at his own choice on January 1, 
1930. 


No more honest, courageous or con- 
scientious man than Frank Kern ever 
lived. He was born on a farm near 
Sparta, Wis., July 9, 1866, and never 
had more than a common school edu- 
cation but he had a good mind of his 
own and was not to be bought, sold 


or traded. His first duty was to know 
that he was on the right track, then 
proceed against any odds, no matter 
whether an individual or a multitude op- 
posed him. In all his life he never 
knowingly did anything dishonorable 
and he never shirked a job which he 
believed to be his, no matter how dis- 
agreeable. 

The feed dealers of Wisconsin, the 
Central Retail Feed association, The 
Feed Bag and all of his relatives and 
associates throughout the country lost a 
good friend when Frank Kern died. 
The writer of these words personally 
feels that he has lost one of the best 
friends it has been his good fortune 
to make during the six years he has 
been associated with the feed indus- 
try. 

The loss of a friend is a loss which 
can never be replaced but we can all 
get some satisfaction in the knowledge 
that Frank Kern lived a full and useful 
life and in the’ faith that he is being 
rewarded in ihe great beyond into 
which all of us must eventually travel. 

“He liveth long who liveth well; how 
much we live, not years, but actions 
tell.” 


Letters from 


Our Readers 


Minerals for Cows 


We are much interested ir Profes- 
sor Morrison’s article in The Feed Bag 
for January regarding mineral supple- 
ment to dairy rations. 

Can you inform us regarding the ad- 
visability of using fish meal or possibly 
a fish meal and sea weed product as 
prepared and offered for sale by Philip 
Park, Inc., and others. 

Is the feeder warranted in making the 
additional expense and if in your opinion 
he is, where does he get his best re- 
turn for his money, ground limestone 
at $18.00, steam cooked bone meal at 
$52.00, 65 per cent protein fish meal at 
$100.00 or ““Manamar” at $120.00. 

Possibly we are asking too much but 
we carry these products and do a quan- 
tity of “home mixing” and would like 
to lead our trade right, insofar as pos- 


sible. 
C. H. WATSON 
Spaulding & Watson 
Skowhegan, Me. 


Advertising Results 


When we have contributed’ to the 
success of one of our customers, we 
like to have them tell us of it. Doubt- 
less you feel the same way. 

We find in checking our records, that 
1930 showed an increase in carloads 
handled of 7% over 1929—a very sub- 
stantial and gratifying increase in view 
of the fact that certain branches of 
our business where we normally would 
handle thousands of tons during the 
year showed almost nothing last year. 

While we have worked hard and thor- 
oughly to effect an increase in our busi- 
ness, still we feel we must give The 
Feed Bag the credit due it, as it is the 
only means of magazine advertising 
which we use. 

We also wish to take this oppor- 
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tunity to congratulate you again on the 
high type of magazine which you put 
out. We consider it very high class, 
both from viewpoint of content, appear- 
ance, and advertising matter. 
With best wishes for your continued 

success, we are, 

ROBERT L. HERRICK 

Herrick Feed Co. 

Harvard, IIl. 


Many Thanks, Van 


We wish to express our sincere appre- 
ciation of the service that you have ren- 
dered in regard to the proposed Wis- 
consin open formula legislation. 

We folks at Minneapolis were rather 
disappointed in not getting the Central 
Retail Feed association convention for 
our city, but everything considered, feel 
that it was a wise move to again have 
it at Milwaukee this year. 

CHAS. VAN HORSSEN 
Washburn Crosby Co. 
Minneapolis, Minn. 


M. J. GARSKE, Glenwood City, 
Wis., plans to rebuild the Glenwood 
City Mill and Elevator which was re- 
cently destroyed by fire. 


R. SIEMENS Feed Mill & Elevator, 
Delta, Ia., was completely destroyed by 
fire recently with an estimated loss of 


$20,000. 


REED ELEVATOR CO., Decatur, 
Ind., has installed a feed mill in its ele- 
vator. 


WILFRID HOOPER has decided to 
rebuild the feed mill of Hooper & Lytle, 
Oakwood, Ont., near Lindsay, follow- 
ing its destruction by fire. Construc- 
tion is starting immediately. 
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M y customers’ success 
ism SUCCESS 


That is the attitude of this Reef Brand 
Dealer. “When a man comes in asking 
for any oyster shell, I recommend Reef 
Brand. It makes lots of friends for my 
store, because they always come back to 
thank me for telling them about this 
quality shell, and to order more of it.” 

Reef Brand gives results which no 
other oyster shell can approach. This 
dealer made his profits increase by actu- 
ally helping his customers to get more 
eggs—for it has been proven that a hen 
will lay from 30 to 60 more eggs a year 
through constant feeding of Reef Brand. 

No waste, clean, odorless, put up in 
several handy sizes—it is a shell which 
makes friends for you, and inspires con- 
fidence in your store. Write for infor- 
mation—to learn how dealers profit 
from Reef Brand. 


Reef Brand ‘‘Eggshellers’’ 
Stations WLS, KMOX, 
KFH, WIBW,—Tune In! 


GULF CRUSHING CO., NEW ORLEANS, U.S.A. 


Froedtert Offers 


Complete Service 


MINNEAPOLIS, MINN. PLANT 


and Minneapolis 


FROEDTERT offers feed 
dealers and feed mixers 
complete service as a sup- 
plier of grain and feed. 
Our Milwaukee office specializes in 
Corn, Oats, Barley, Millfeed, Oil Meal 
and Malt Sprouts. Our Minneapolis 
office specializes in Wheat, Barley, 
Oats, Rye, Corn and Screenings. Let 
us figure on your requirements. 


STATE AGENTS 
Shellabarger Soy Bean Oil Meal 


Write for Sample and Price. 


FROEDTERT 
Grain & Malting Co. 


GRAIN AND FEED 
MILWAUKEE MINNEAPOLIS 


Mitchell 5410 Atlantic 1541 


Operating elevators at Milwaukee, Minneapolis, Winona, 
Red Wing and Savanna. 
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Don't Try to Oversell Your Patrons 


Advises Successful Dealer 
Emphasizes Sound Merchandising 


Al Lois 


HEN Al Lois, A. H. Lois Feed 

Co., Bassett, Wis., left his job 

as a factory laborer in a near- 
by city and came back to his home town 
to take over the business of an unsuc- 
cessful farmers’ cooperative, the old 
timers who gathered regularly at the 
corner barber shop regarded his deci- 
sion with misgivings. 

“Al’s a nice fellow and all that,” they 
said. “But what does he know about 
business? He’s too young.” 

Four years have passed, and now the 
old timers greet AI with a _ cheery 
“hello” as he speeds by in his new 
automobile. The small building which 
housed the business when the home 
town boy took it over has expanded 
to auspicious proportions, and on a 
nearby site a new coal shed has been 
constructed. 


1930 Sales $126,000 


The youth who started in the feed 
business when he was 22 years old, is 
acknowledged as successful at 26. Last 
year his total volume of sales in feed, 
seed, coal and fertilizer aggregated 
$126,000. 

Many will attribute his rapid rise to 
success to good fortune but a close ob- 
servation of his methods can lead only 
to one conclusion. He is essentially 
a business man and a merchandiser. 

Mr. Lois was born and raised on a 
farm and his knowledge of rural prob- 
lems has helped him to succeed. One 
of the first principles he established 
upon entering business was to sell the 
farmer only those products which he 
actually needed and which would help 
him to make greater profits. On sev- 
eral occasions Mr. Lois had an oppor- 
tunity to unload a large quantity of 
stock on a patron. But he realized 
that to take advantage of the situation 
would jeopardize the confidence which 
his customer placed in him, when it 
was eventually discovered that the pro- 
ducts were not satisfactory. 

Doesn’t Oversell Patrons 

“Tt does not pay to oversell a cus- 
tomer,” Mr. Lois said. “Sooner or 
later he will find out that you are trad- 
ing with him just to get all the money 
you can out of him and his business 
will go to someone else.” 

Mr. Lois advertises consistently. Di- 
rect mail is used most frequently with 
occasional newspaper advertisements. 
Specials are featured each month and 
have induced many new customers to 
come to the store. Seasonal items in- 
cluding bran, dairy feeds, linseed meal, 
or poultry mashes are often placed on 
the specialty list. These are advertised 
in addition to the regular stock. Prices 


By Emil J. Blacky 


are always conspicuously mentioned. 
Much of the success of the business is 
attributed to the consistent advertising 
policy. 
Helps His Feeders 

Every effort possible is extended to 
help feeders profit. Mr. Lois recently 
obtained the services of a poultry ex- 
pert furnished through the courtesy of 
the manufacturer from whom he buys 
his commercial feeds. The man culled 
flocks, put dairy herds on new rations, 
and helped the farmers on many occa- 


years. 


warehouse and office. 


sions. His work was appreciated in the 
community and new business flowed 
into the Lois feed store. 

In building additions to his original 
plant, Mr. Lois paid particular atten- 
tion to the convenience of his patrons. 
A wide concrete driveway passes 
through the center of the establishment. 
On one side, stacked high in neat rows 
on an elevated platform, are the various 
brands of feeds and ingredients. Sacks 
are easily loaded upon the farmers’ 
trucks and the neat array of bags flash- 
ing their trade names, impresses the 
customers. On the other side of the 
driveway are the office and grinding 
and mixing department. Despite the 
dust which accumulates so rapidly in 
feed stores, the Lois establishment is 
always tidy. The linoleum on the office 
floor glistens and the books and papers 
are neatly filed. 

Has Private Office 

Mr. Lois has a private office adjoin- 
ing the general section. He has in- 
stalled a radio and comfortable chairs 
for customers. The entire office has a 
congenial business atmosphere. On one 
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of the walls a bulletin board is posted. 
Names of various products and the 
prices are listed daily. Specialty pro- 
ducts and feed samples are conspicuous- 
ly displayed in the front of the office. 

Accurate records of the business are 
kept. A young man from the local 
bank is employed after 3 p. m. to keep 
the books. He has installed an efficient 
system and the firm knows just where 
it stands from day to day. 

Pays Himself Salary 


Every Saturday evening Mr. Lois 


receives his check with the rest of the 
force. 


He maintains that every busi- 


Starting when he was 22 years old, Al Lois, A. H. Lois Feed 
Co., Bassett, Wis., developed a flourishing business within four 
Mr. Lois is shown in the inset with his modern feed 


His sales for 1930 aggregated $126,000. 


ness should pay its owner a regular 
salary in addition to the profits made. 
He also charges rent and depreciation 
as an operating expense. 

Nine dealers in the community in- 
cluding Bassett, Wis., recently changed 
their business to a cash basis. The A. 
H. Lois Feed Co. was foremost in spon- 
soring the plan. All feeds and grind- 
ing charges are strictly cash. 

“Tl never go back to credit again,” 
Mr. Lois declared. “Since we have gone 
on a cash basis our book accounts have 
been greatly reduced. The farmers who 
formerly let their accounts run for 
months are now paying when they get 
their feeds. Every dealer should oper- 
ate on a cash basis.” 

A Haines feed mixer manufactured 
by the Grain Machinery Co., Marion, 
Ohio, was installed by Mr. Lois on 
the first of the year. He reports that 
it is developing additional business for 
him by boosting the sale of ingredients 
and selling the farmers on the idea of 
a balanced ration. Since the mixer has 
been installed an appreciable increase in 
commercial feed sales has also been 
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noted. A Bauer Bros. grinder, manu- 
factured by the Bauer Bros. Co., Spring- 
field, Ohio, has been maintained since 
Mr. Lois started business. All equip- 
ment is powered by electricity. 

Builds Fertilizer Trade 

Within the past few years Mr. Lois 
has developed a commendable fertilizer 
trade. He first became interested in 
this department when he had the oppor- 
tunity to sell one of his big feed cus- 
tomers a carload. Since that time he 
has made a special study of soil needs 
and has assisted many members of his 
community in raising larger crops. Last 
year his fertilizer sales aggregated 18 
carloads. 

Despite the long hours required to 
conduct his rapidly growing business, 
Mr. Lois has found time to take an 
active part in association work. He 
is a member of the Burlington District 
Dealers club and of the Central Retail 
Feed association and reports that his 
mingling with other members of the 
trade has resulted in many new ideas 
which he has successfully applied to 
his business. 


C. A. FRENCH & SON, Mill Shoals, 
Ill., have remodeled their warehouse and 
installed a hammer mill and feed mixer. 
The firm buys and sells grain, feeds, 
flour and seeds. 


LOHR & McNEALL CO., Paloma, 
Ill., has opened a branch store at Car- 
thage, IIl. 


Illinois Elevator Men Elect 
T. R. Cain President 


LLINOIS elevators sold about 

$17,000,000 worth of sidelines, in- 

cluding feeds last year while the 
80,000,000 bushels of grain handied was 
about 25 per cent below normal, it was 
reported at the annual convention of 
the Illinois Farmers Elevator associa- 
tion, which was held at the Pere Mar- 
quette hotel, Peoria, February 3, 4 and 
5. More than 400 persons attended. 

T. R. Cain, Jacksonville, was elected 
president to succeed C. H. Bonnell, 
Rosemond. Other officers chosen were 
R. B. Orndorff, Bloomington, first vice 
president; E. H. Donnewitz, Somonauk, 
second vice president, and Charles Fair- 
field, Fisher, treasurer. 

Lawrence Farlow, secretary of the 
association, in his annual report, pointed 
out that many companies are finding it 
necessary to increase their lines of mer- 
chandise to compensate for diminishing 
returns on grain receipts. He commend- 
ed the elevator managers for the stamina 
they had shown in weathering the busi- 
ness depression. 

Dr. C. L. Stewart, department of ag- 
ricultural economics, college of agricul- 
ture, University of Illinois, one of the 
principal speakers at the convention, ex- 
plained America’s relations with other 
countries in the grain trade and called 


aitention to diminishing exports which 
he attributed to our high tariffs. 

Harvesting and handling of beans 
was discussed by J. G. Clemmons, 
manager, Virden Grain Co., Virden, 
Ill. Cora M. Carmean, Decatur, spoke 
on marketing corn through the sugar 
bowl. Other speakers were William D. 
Beck, district manager car service di- 
vision, American Railway association; 
E. G. Dunn, Mason City, Ia. director 
of the Iowa Farmers Grain Dealers as- 
sociation; F. S. Betz, editor Farmers’ 
Elevator Guide; J. A. Shorthill, Omaha; 
Homer Dewey, Peoria, president, Peoria 
Board of Trade and Jim Poole, Live- 
stock Exchange, Chicago. 

A large crowd attended the annual 
banquet which was held on the even- 
ing of the opening day. Hon. Oscar 
E. Carlstrom, attorney general of Illi- 
nois, was the principal speaker. He 
discussed private initiative versus gov- 
ernment interference. 


G. V. DIKEMAN, Trivoli, Ill, has 
resigned as manager of the Trivoli Far- 
mers Coop. Co., to accept a position 
with the Galesburg Feed -Co., Gales- 
burg, Ill. R. B. Windish has been ap- 
pointed manager to suceed Mr. Dike- 
man. 


BOX 318 


MONARCH TYPE S B TOP AND BOTTOM 
SCREEN CORN CUTTER 


A CHALLENGE ....... 


The Monarch Type S B Corn Cutter thrives on com- 
Never has this type of Cutter been unable 
to prove superiority over all competing makes of 
machines when quality of product, economy of opera- 
tion and resultant profitability of investment are the 
essential considerations. 


petition. 


to the operator. 


Patented 


SPROUT, WALDRON & CO., INC. 


America’s Leading Feed Mill Builders 
Chicago Office, 9 So. Clinton St. 


A chance to prove our contentions is solicited. We 
will be glad to furnish interesting data on tests already 
conducted or we are willing to place a machine in the 
plant of any responsible party, agreeing that if the 
Monarch Cutter does not fulfill every representation, 
the return of the machine will be accepted without cost 


You cannot afford not to investigate this machine 
if you are making cracked corn on any machine other 
than a Monarch Type S B Rotary Cutter. 


You owe it to yourself to investigate this sturdy and 
exceptionally profitable machine. 


Buffalo Office, 725 Genesee Bldg. 


Write for details. 


MUNCY, PA. 
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G. L. F. Manager 
Predicts War 


Between 


Transit, 


Local Mixers 


By H. E. 


AY I say in the beginning that 

I appreciate the spirit back of 

your inviting me here. I want 
to reciprocate. May I extend to your 
president a most cordial invitation to 
attend the next annual meeting of our 
stockholders to speak on any subject 
which may be nearest his heart at that 
time. 

It is eight and one-half years since 
I have had the honor of attending a 
meeting of the Eastern Federation of 
Feed Merchants. To be exact, it was on 
June 28, 1922, at Albany, New York, 
when I was last before you. 

Checks Own Predictions 

At that time, I read my paper and 
I should like to read this one. Frank- 
ly, I want to see if I can be as accur- 
ate in my predictions of what is ahead 
as I happened to be eight years ago. 
The only way, of course, that I can 
check on myself is to keep a written 
record of what I say. 

At the time of my former appear- 
ance I stated that there was likely to 
be a development of cooperative buying 
of feed on the part of farmers that 
might grow to unlooked for propor- 
tions. I also said that any display of 
bitterness, any misrepresentation or any 
trade discrimination would, if anything, 
stimulate the development rather than 
retard it. 

In this connection, when I arrived 
in town last night, after a long day at 
the office handling heavy business, I 
was again reminded of how things have 
changed in the years which have elapsed 
since I was last before you. I picked 
up an evening paper and read in it an 
account of your president’s scholarly 
lecture on cooperation. It reminded me 
that nine years ago I was lecturing on 
cooperation and Mr. McIntyre was 
handling the feed business. Now he 
gives the lectures. 

Cooperatives Near Peak 

With this introduction, may I make 
another prediction? It is this: 

The adjustments made necessary by 
the entry of the cooperative into the 
feed trade have been largely accom- 
plished. The cooperative will continue 
indefinitely as a factor in the trade and 
it may even do more business than it 
is now doing. It will not, however, 
sweep everything before it, unless the 
farmer is goaded into it by the unrea- 
sonable and unreasoning opposition. The 
quickest way to build a cooperative is 


Babcock 


to fight it. I couldn’t safely have told 
you this before because I’ve needed 
your help, but with capacity business 
today, I feel safe in letting you in on 
the secret. 

So much then for the cooperatives. 
At least I’ve read you my _ honest 
epinion and that’s all any man can do. 
You will, of course, take it for what 
it’s worth. 

Now, may I consider with you a sub- 
ject that is in the minds of all of us, 
but which few dare openly to talk about 
in meeting. 

Transit vs. Local Mixers 

I refer to the competition which is 
rapidly looming between transit 
mixers and mixers at points of con- 
sumption. Here, I believe, is the ma- 
terial for a battle which will make your 
recent skirmish with the cooperatives 
look like a “pink tea” in comparison. 
Naturally, I have seen this coming and 
I have made my analysis of the forces 
at work. You may have this analysis 
for what it is worth. It is my contri- 
bution to your clinic. 

To begin with, let’s see what the 
so-called feed trade does anyway. 
Stripped of all non-essentials, it sup- 
plies the farmer with the digestible feed 
he requires to supplement his home- 
grown feeds. 

Then, various units of it seek to get 
the farmer to buy of them by offering 
a variety of supplementary services, 
which it must never be forgotten the 
farmer can get along without if need 
be. These supplementary services be- 
gin with the mixing of ingredients to- 
gether to accomplish certain results in 
protein content, fat content, palatability 
and bulk in the blended feeds and run 
through to truck delivery and even the 
financing of the farmer through credit 
sales. 

Stating the Question 

The problem which is now being 
fought over is whether one agency lo- 
cated at the point of feed consumption 
can render the essential and supple- 
mentary services more profitably alone, 
than can two agencies,—one located 


somewhere between the point of origin 


of the feeds and the point of consump- 
tion and the other, like the first, located 
at the point of consumption. Put in 
another way, can a local batch mixer 
beat out a combination of a local dealer 
who doesn’t mix and a _ big transit 
mixer? 
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Mr. Babcock, who delivered the address 
Published herewith, is general manager of 
the Cooperative Grange League Federation 
Exchange, Inc. 

This is the question that is up and 
every man in this room regardless of 
how much he may lay his troubles to 
the farm board or the cooperatives, 
knows it and few, if any, know the 
answer. I except, of course, those who 
are sold on miracles. 

Well, let’s analyze the dope much as 
a sports writer analyzes the football 
teams of Yale and Harvard before their 
big game. Take the case of the batch 
mixer first. 

Batch Mixer’s Advantages 

1. He is located close to his poten- 
tial customers and knows them per- 
sonally. 

2. He is unrestricted by the effec 
his policies may have elsewhere. 

3. Due to members and isolation he 
is practically free from effective super 
vision by state feed control officials. 

4. He can adapt his practices to meet 
local feed supply conditions very quick- 
ly. 

5. The transit mixer fears to offend 
him but he can play fast and loose witl 
the transit mixer’s brands. In fact, live 
off them until he gets his own mixes 
going and fall back on them in emer- 
gencies. 

6. He can tie his customers to him 
by a liberal credit policy. 

7. He can trade to his advantage 
for home-grown grains. 

8. He can effectively demand as a 
home industry the support of every- 
thing from the farm bureau to the local 
Rotary club. 

So much for points in his favor. Now 
for some that are against him: 

Points vs. Local Mixers 

1. He does not keep accurate books. 

2. Taken en-masse he has a very 
heavy investment in plants, inventory 
and receivables for the volume he does. 

3. Because he lacks means for chem- 
ical analysis he is open to have dumped 
on him, inferior feed ingredients with- 
out knowing it. 

4. He is in a position where shrewd 
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sellers can play him against his neigh- 
bors under certain market conditions 
and his neighboring batch mixers are 
too many and he is too suspicious of 
them to work together with them in 
his buying. 

5. He doesn’t know as much about 
the value of feeds as do the better 
farmers he services. 

6. He cannot expect the support of 
the transit mixers account any longer 
than it takes the transit mixer to get 
up his nerve to give battle. This is 
competition he has not yet met. 

7. He does so many things—mixing, 
trucking, furnishing credit, that failure 
to figure the costs correctly on one 
or two of these services may put him 
out of business. 

8. Lastly he has many times become 
a batch mixer as a last resort to keep 
going. He, therefore, has no financial 


As THE 


resources and often times not even the 
minimum working capital required. 
Some Things Favor Big Mills 

Now let’s take the case of the tran- 
sit mixer. What points has he in his 
favor and what against him. As we 
did with the batch mixer, let’s take 
the points for him first: 

1. He knows his costs. 

2. He has ample finances. 

3. He is close to sources of feed 
ingredients and he is in a position to 
pool his buying with some of the com- 
paratively few other transit mixers. 

He knows feeds and he protects 
himself with his laboratory. 

5. His investment in plant and in- 
ventory is low per ton of possible pro- 
duction. He grants no credit. 

6. Producers of ingredients are fi- 
nancially interested in him and_ will 
look out for his welfare. 


* 


7. He commands expert knowledge 
of feeds. 

8. He probably. will not much longer 
continue to carry the handicap of sup- 
porting and protecting batch mixers 
with his account. 

Now for the points which are against 
the transit mixers chances for success: 
Transit Mixers Disadvantages 

1. In order to serve the farmer at 
all, he has to have the services of a 
retail distributor at the points of con- 
sumption. 

2. This agency to be efficiently and 
cheaply operated must turn its inven- 
tory at least three times a month and 
must not cost over 5 per cent of its 
sales to operate. 

3. The transit mixer’s prices, policies 
and representation are effective over a 
wide area. He cannot adjust to local 
situations. 

4. He lacks courage. He prefers to 
take his lack of success out on _ his 
salesmen rather than to face his com- 
petitor, the batch mixer. 

He carries a lot of overhead in 
advertising expense, salesmen and re- 
search staffs. 

6. He does not know farmer psy- 
chology. 

The Psychological Factors 

As I run over the points in my mind 
that I have brought out they seem to 
balance evenly as you would expect. 
Perhaps then, it would be permissible to 
further follow the pattern of the sports 
writer and refer to the psychological 
factor,—that intangible quality of mind 
and spirit which decides so many bat- 
tles. 

How do the opposing forces stack 
up in this respect? Well, it seems to 
me that just now the transit mixers 
are scared to death and the batch mix- 
ers are suffering from over-confidence. 
The latter want to fight, the others 
are still backing into the corner. When 
their backs hit the wall, will they gain 
the courage of desperation? One man’s 
guess is as good as another. 


Seinen in your neighborhood stands a 
tree...deeply rooted, tall, broad and kindly...the 
grand old tree of the countryside. As a slender 
sapling swaying in the breeze, this same tree once 
heard the sly pad-pad of Indian feet. Much later it 
saw the very first telephone excite the neighborhood. 
It was there to hear the first automobile chug-chug 
into the community. 

In the days before this tree first saw the telephone 
or the automobile, there appeared in many neighbor- 
hoods a slender sapling of a thing. Like the tree it has 
grown big, broad, stout, entering every neighborhood. 
A close friend it has become on many, many farms... 
a friend because of the jobit has done. This something 
is Purina Chows, feeds for your stock and chickens, 
feeds which come in Checkerboard Bags. Consider 
what has happened since Purina Chows appeared 36 
years ago. Pullets laying dozens instead of half- 
dozens. Cows milking gallons instead of quarts. 
Steers putting on pounds instead of ounces. Pork to 
market in six months. Better feed has done its share 
Purina Chows has told its story. 

Purina Chows in a bag is eggs in a bag, milk ina 
bag, pork in a bag. Purina's big Experiment Farm, 
broad laboratories, huge mixing mills make sure that 
you do get more of these things in every bagful. This 
is the reason why Purina Chows has grown from a 
slender sapling of a thing in a few neighborhoods toa 
welcome friend in every neighborhood. Like the grand 
old tree of the countryside, it's a live thing...a 
growing thing, getting bigger, broader, stouter as the 
years roll by. Purina Mills, 923 Checkerboard Square, 
Saint Louis, Missouri. 


TWO FIRES IN MADISON 

Fire did considerable damage to two 
Madison, Wis., feed firms during Febru- 
ary. On February 11, four fire com- 
panies battled for five hours to subdue 
a stubborn blaze of unknown origin 
which caused damage estimated at more 
than $5,000 to the Alex Sinaiko ware- 
house. The building contained a large 
quantity of baled hay and feed. On 
February 19, the Dane County Farm 
Bureau warehouse was destroyed with 
an estimated loss of more than $10,000. 
The origin of the blaze is unknown. 


EDWARD B. STRINGHAM, East 
Fishkill, N. Y., recently celebrated his 
thirty-fifth year as a feed dealer. The 
event was commemorated by a dinner 
at the Nelson House, Poughkeepsie, N. 
Y., and F. C. Daniels, C. E. Bruce and 
W. D. Moser, all of the Tioga-Empire 
Feed Mills, Inc., Waverly, N. Y., gave 
short talks. Members of the Stringham 
family have been engaged in the feed 
business for more than 100 years. 


MAKERS OF 
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During one of their recent busy sessions members of the Toledo Board of Trade, Toledo, Ohio, yaw yee for a moment to have 
e 


their picture taken. The group includes many leading men of the grain and 


Commercial Feeds Saved 
Day for White’s Mill 


(Continued from Page Thirteen) 


They became buyers of his commercial 
feed and flour. 

Besides getting these customers, Mr. 
White’s sons hegan a new form of sales 
promotion. They went through the 
county helping the inexperienced farm- 
ers with their feeding problems. In a 
great many instances, the farmers knew 
nothing about feeding. They did not 
understand why so many of their baby 
chicks died and why their hens did not 
lay more eggs. At White’s mill the 
men kept posted on the various bulle- 
tins sent out by the commercial feed 
companies and the government. Thus 
they were able to prescribe the type 
of feed needed on each farm. They 
were able to point to farms of neigh- 
bors where their products had been 
successful. They were able to suggest 
and supply remedies for the cattle and 
poultry troubles. 

Though little grain is raised in the 
locality, some farmers bring their corn, 
wheat and oats to the mill for Mr. 
White to grind and mix as a balanced 
ration. It did not take long to educate 
the farmer who really wanted help to 
come to the mill and receive it gratis. 
To those who needed the information 
but did not know how to get it, the 
White boys went about over the county 
to them. They daily add customers to 
their list in this manner. 

Records Farm Activities 

Farmers like to know how they are 
doing and how their neighbors are do- 
ing with their poultry or cattle. Mr. 
White keeps a record of what farmers 
are doing. It is to their own benefit 
and also to his. In this manner he 
knows where he stands with each cus- 
tomer and what each farmer is accom- 
plishing. 

To prove how successful Mr. White 
has been with his plans of selling, it 
is only necessary to show in figures 
the amount of increase in sales of com- 
mercial feed. In 1919, he contracted 
for five carloads of feed. Now he is sell- 
ing from 30 to 35 carloads of commer- 


cial feed each year and his sales on his 
own products have doubled despite the 
drouth. 

“Other feed stores may sell more, but 
they don’t make as much,’ Mr. White 
smiles as he thinks of the efficiency of 
his merchandising methods, the low 
cost of production through water 
power, and the growing number of his 
satisfied customers. 


Washington Dealers Name 
Clagett President 


R. M. Clagett, Snohomish, was elect- 
ed president of the Feed Dealers Asso- 
ciation of Washington at the annual 
meeting held at Tacoma, February 21. 
George Thompson, Chehalis, was re- 
elected vice president and R. J. Stretch, 
Monroe, was chosen secretary and treas- 
urer. George Sweesy, Aberdeen, Mr. 
Stretch, Louie D. Todd, Kirkland, and 
Ralph Weaver, Sumner, were elected 
for a three year term to serve as dis- 
trict governors of the association in 
their respective territories. 

The association went on record to 
continue and expand its campaign of 
helping to improve the welfare of the 
dairy industry by supporting legislation 
barring oleomargerine and by conduct- 
ing other promotional projects. 

Relation of government to business 
was discussed by J. E. Frost, president, 
Federated Industries of Washington, 
who was the principal speaker at the 
convention. Talks were also heard on 
cost accounting, laboratory control of 
feed, credits, the egg and poultry situa- 
tion and hay markets. Legislation af- 
fecting the feed industry was discussed 
by Mr. Clagett, Ira Chase and Dr. 
Robert Prior, state department of agri- 
culture, Representative S. W. Wurz- 
burg and Floyd Oles, manager of the 
association. 

The evening was devoted to the an- 
nual banquet which was under the di- 
rection of Ralph Johnstone, Tacoma. 
Music and entertainment were furnished 
and an unusually large crowd represent- 
ing all sections of the state and Idaho, 
Oregon, California and British Colum- 
bia attended. 
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Kill Rats, Save Losses 
By Proper Poisoning 
(Continued from Page Eighteen) 


is prepared in the proportion of one 
part of red squill to 16 parts of food. 
working it into the bait. Otherwise, 
it is mixed with the food in the same 
manner as in preparing’ barium carbon- 
ate. 


Gas Sometimes Effective 


Red squill acts as an emetic when 
taken in dangerous quantities by do- 
mestic animals, whereas rats do not 
vomit but retain the poison and small 
doses will cause death. Barium car- 
bonate and red squill are both slow in 
action, usually bringing death within 24 
hours. Red squill, however, may not 
create death for 48 hours, or even four 
days. The slow toxic effect is an ad- 
vantage, inasmuch as it allows the ani- 
mals time to reach their burrows be- 
fore they die rather than remaining be- 
tween walls and other inaccessible 
places. 

Fumigation with hydrocyanic-acid is 
very effective when it can be properly 
confined. This gas is deadly, and must 
be used with caution. Calcium cyanide, 
a powder that releases hydrocyanic-acid 
gas on contact with the air, is the most 
convenient form of applying the gas. 
Dust guns are available, designed es- 
pecially to apply the powder. Burrows 
in the ground and beneath concrete and 
other confined places may be dusted 
very easily and with excellent results. 
Hydrocyanic-acid gas is extremely dead- 
ly and should never be liberated in a 
building occupied by human beings or 
domestic animals. For this reason the 
method is limited in its application. 


OSCAR M. STRAUBE, first vice 
president of Nutrena Feed Mills, Inc., 
has recently been placed in charge of 
the company’s Minneapolis office and 
plant, succeeding George S. Steward. 
Mr. Straube has been in the feed busi- 
ness for about 13 years and with the 
Nutrena organization, which has its 
main office and plant at Kansas City, 
Kans., for over 10 years. 
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Franke Grain Co. 


Established 1892 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 


Inexpensive [ngre dients 


For Mixers 


Poultry Wheat a Specialty 
Barley—All Grades 
Corn—Oats—Mill Oats 
Barley Needles—Ground Screenings 
Ground Oats—Ground Barley 
Ground Screenings with 
Molasses 
Fish Meal Mineral Mixtures 


N. W. Distributors Squibbs Grade A 
Poultry Cod Liver Oil U. S. P. 


STUHR-SEIDL CO. 


Chamber of Commerce » » #Minneapolis 


IF IN NEED 
of 
Dried Skimmilk 


or Pure 


Dried Buttermilk 


lt Will Pay You to Wire US 
Car Lots Ton Lots 


La Budde Feed & Grain Co. 


MILWAUKEE, WISCONSIN 
Anything In Feeds 
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Deutsch & Sickert 
Company 


400-402 Chamber of Commerce, MILWAUKEE, WIS. 


REPRESENTATIVE OF 


A. E. STALEY MFG. CO. 
Corn Gluten Feed . . . 23% Protein 


Corn Germ Meal - 18% Protein 


Staley’s Soy Bean Oil Meal 
40% Protein 


Straight and Mixed Cars 


DISTRIBUTORS 


PILOT BRAND and PURITAN BRAND 
Genuine Oyster Shells 
Write for delivered prices 


Get our CORN and OAT Prices 


Feeds of all kinds also Hay— 
Alfalfa Hay a Specialty 


Use the Phone—Call 


Marquette 3140-3141 
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Prof. F. B. Morrison 
Cornell University, Ithaca, N. Y. 


FEEDS AND FEEDING 


Special Department for Our Readers 


Written exclusively for The Feed Bag 


Prof. J. G. Halpin 


University of Wisconsin, Madison 


Feed Baby Chicks on Arrival 
Says Professor Halpin 


argument going on about what 

we shall feed baby chicks but 
this year this seems to be giving away 
to the controversy over when shall we 
feed the baby chicks. It seems that 
years ago someone placed some new 
hatched chicks in a brooder and gave 
them feed and drink. Later some of 
those chicks died and post-mortem ex- 
amination showed that the yolk sac 
had not absorbed. They immediately 


I ' OR years there has been a steady 


- jumped to the conclusion that the rea- 


son the yolk sac had not absorbed was 
because the chicks had been fed too 
soon after hatching. For years we were 
taught that we must not feed the chicks 
until they were more than 48 hours 
old. Then others began to tell us that 
chicks should not be fed until they were 
more than 72 hours old and so it went. 
Early Feeding Experiments 

A number of times at the Wisconsin 
experiment station chicks were taken 
out of the incubator as soon as they 
were dry and placed in the brooders 
with feed and drink. These chicks 
would live and grow just as good as 
any chicks. People said that you might 
do this and get away with it a few 
times, but they insisted that the early 
fed chicks would not absorb the yolk 
sac. We were told that if the chick 
started to eat feed, the digestive tract 
started to function so that the yolk 
would not be used up in the normal 
way. 

To study this problem, C. E. Holmes, 
University of Wisconsin experiment 
station, ran several trials. The chicks 
selected were all pedigree hatched 
from the university farm flocks. They 
were taken out of the pedigree baskets 
as soon as they were dry or at 24 hours 
of age. At that time the chicks were 
divided into three groups by taking the 
first chick for group one, second for 
group two, third for group three, 
fourth for group one and so on. One 
group was weighed and placed in the 
brooder at once. These were called 
the 24-hour group. The other two 
groups were weighed and put back into 
the chick boxes, one lot being held in 
the chick box for another 24 hours and 
then fed. These were called the 48- 
hour group. The third lot was held 
until 72 hours of age when they were 


placed in their brooder. At the end of 
each week the chicks were weighed in- 
dividually and the first six band num- 
bers in each group were killed and the 
yolk sac weighed. At the end of the 
second week the next six in each group 
were killed and the yolk sacs weighed 
and so on. 
Results of Experiments 

This was tried out several times and 
in no instance was there any correla- 
tion between early feeding and large 
yolk sac remaining. In fact, the aver- 
age showed as large yolk sac on the 
72-hour fed chicks as in any of the 
groups. Another interesting point is 
that the chick loses weight every day 
that it is kept without feed. In these 
trials the lost weight was a handicap. 
The chicks that were taken directly 
from the incubator and placed in the 
brooder weighed more when receiving 
feed because they did not have time 
to lose weight. They started eating 
and started growing and the others 
could not catch up with them in any 
of the trials which lasted six weeks. 

The same thing was demonstrated at 
Purdue university, Lafayette, Ind. The 
early-fed chicks were superior to the 
starved chicks. . This has now been 
checked at a number of the experiment 
stations and so far as the writer can 
learn, no careful trials have shown con- 
trary results. 

Feed Chicks on Arrival 

Consequently, we would do well to 
encourage people who buy chicks to 
have the brooder house ready with feed 
and drink for the chicks so that as soon 
as they are received they can be put in 
the brooder house and start eating and 
drinking. It is well, however, to em- 
phasize that a new hatched chick right 
from the incubator needs more heat 
than a 48-hour old chick. The young 
chicks are susceptible to cold so brood- 
ers must be warm enough to supply all 
of the heat that they need. It was 
also learned that if chicks are kept 72 
hours without feed they require more 
heat than do chicks the same age that 
have had feed. The body temperature 
of a well fed 72-hour chick is higher 
than that of a starved 72-hour old chick. 
That is, the fed chick is manufacturing 
a considerable part of his own body 
heat. 
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In spite of all that can be said, some 
chicks will be too old on arrival or at 
least by the time they are fed. Such 
chicks will be extremely hungry and 
thirsty. Great care must be taken that 
such chicks do not overeat or drink 
too much. If chicks are never allowed 
to become too hungry or too thirsty 
then they never overeat or drink too 
much. On the other hand, if they are 
allowed to become too thirsty, they will 
drink too much and that often proves 
disastrous. 


Hundreds of chicks will die this 
spring because they have “filled up” on 
litter or sand. The most of this trouble 
is due to the fact that they are put into 
the brooder house without feed. The 
chicks are hungry and they eat the 
only thing available. In many instances, 
they fill so full of sand that they die. 
This is readily prevented by having 
feed available for them. To be avail- 
able it must be so fed that the chicks 
are sure to find it. If the first feed 
is placed in a trough or receptacle which 
the chicks are unable to find then it is 
just the same as though feed had not 
been fed. 

Usually the best plan is to feed on 
cardboards. The chicks run over the 
cardboard and their toes make a noise 
that seems to attract their attention. 
They stop and eat. Others see them 
and go to eating. 


It is a good plan to have the card- 
boards and drinking fountains scattered 
around the brooder. Fill the fountains 
with milk or water and place a hand- 
ful of chick mash and a handful of grit 
on each cardboard. Then as the chicks 
are taken out of the chick box or bas- 
ket, dip about one chick in ten in the 
drink so that it will get a taste. 


One of the important steps toward 
success with chicks is to have good 
chicks and get them started to eating 
and drinking before they get too hungry 
or too thirsty. This is easy to say but 
not so easy to do because some chicks 
“catch on” quicker than others. Some 
chicks may cram their crops full before 
others begin to eat. Usually with chicks 
too hungry it is best to use plenty of 
cardboard or other paper and spread 
the feed out rather thin so that they 
cannot eat too fast. With such chicks 
one can sometimes help them by using 
a mixture of fine chopped wet green 
feed mixed with the chick mash. The 
feed being moist helps to allay their 
thirst and at the same time satisfies 
their craving for feed. 
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HAINES 
FEED 
MIXER 


PATENTED AND PATENTS APPLIED FOR 


FARMERS GRAIN & FEED CO., 
Danville, Ohio, has completed the in- 
stallation of new grinding and mixing 
machinery. 


FARMERS ELEVATOR CO., 
Mount Vernon, Ind., has installed a 
hammer mill and a feed mixer. Oral 
Erwin is manager. 


E. S. FONDA, Minneapolis, formerly 
associated with Brooks Milling Co., 
Minneapolis, is now in charge of the 
feed department of the Pacific Grain 
Co. 


GOODMAN FEED & Supply Co., 
Wayne, Mich., has installed a _ feed 
mixer, according to Harry Goodman, 
proprietor. The firm also operates a 
mill at Belleville, Mich. 


SCHWERER FEEL MILL, Men- 
don, Mich., is now open for business. 


JACK WELCOME DIES 
J. H. Welcome, secretary and adver- 
tising manager of the National Miller, 
Chicago, died suddenly Monday even- 
ing, February 23, according to word re- 
ceived by The Feed Bag. Jack had 
many friends in the feed industry who 


With FARMERS UNION EXCHANGE, will join The Feed Bag in expressing 
St. Paul, has purchased the Munson sincere sympathy to his family and his 
Anti-Friction Drive feed mill, Cornell, Wis., and retained associates on the staff of the National 
S. M. Munson as manager. Miller. 
And 


Haines Ribbon Feeder 


WE 
WELCOME 
YOU 


You comfort and enjoyment will be 
the sole care of a staff schooled in 
convention needs, when you come to 
French Lick for the convention of the 
American Feed Manufacturers. From 
the time of your arrival on June 4th 
until you leave on the 6th, we'll spare 
no effort to make this your best con- 
vention. 


Everything is so compact here—accommoda- 
tions, auditoriums, conference rooms — that 
there'll be no time wasted|between meetings. 
You'll have that time to enjoy the pleasures 
that have made French Lick America’s favor- 
ite resort. 


A self contained unit shipped 
completely assembled ready for 
operation as soon as connected 
to power. 

Made in three sizes 
Model No. 1—Capacity 40 bushels 
Model No. 3—Capacity 80 bushels 
Model No. 5—Capacity 160 bushels 
Built with charging hopper 
above or below floor level. 
Furnished with clutch pulley 
for belt drive or with electric 
motor for independent opera- 
tion. 


All kinds of outdoor and indoor sports— 
music at night—and the healthful, natural 
waters of sparkling Pluto Spring! It will be 
a convention you'll be glad you didn’t miss. 


Easily accessible by rail or motor. 


FRENCH LICK SPRINGS < 
HOTEL COMPANY =<. 


T. D. Taggart, Pres. 
H. J. Fawcett, Mgr. 


French Lick, Indiana 
“‘Home of Pluto Water" 


Write for Builetin 22F 


The Grain Machinery Co. 
MARION, OHIO 
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Vitality Mills Announces Purchase 
Ot Badenoch Feed Business 


Marks Second Recent Expansion Movement 


ITALITY MIELS,. ING.,. Ghe- 

\) cago, has taken over the feed 

business of the J. J. Badenoch 
Co. of that city. 

This is the second acquisition made 
by Vitality in recent months. The firm 
acquired the feed business of the Ladish 
Milling Co., Milwaukee, last Septem- 
ber. 

Two Plants, Six Elevators 

Vitality Mills, Inc., operates two large 
feed plants at Chicago and Kansas City, 
Mo. The company is a division of 
Rosenbaum Bros., one of the largest 
grain concerns in the United States, 
operating five elevators in Minnesota 
and one in Chicago. Vitality Mills will 
continue its two sales offices, one in 
the Board of Trade building, Chicago, 
and the other in the Produce Exchange 
building, Kansas City. Its feeds are dis- 
tributed in 36 states. H. S. Austrian, 
president of Rosenbaum Bros., is chair- 
man of the board. 

The J. J. Badenoch Co. will continue 
to operate their grain business as here- 
tofore and most of the staff formerly 
connected with the feed department has 
been transferred to Vitality Mills, Inc. 

Ralph Lee, who has served the Bade- 
noch organization for many years as 
field and sales 
manager, will 
continue 
as sales mana- 
ger of the new- 
ly acquired di- 
vision which 
will continue to 
manufacture and 
distribute the 
Badenoch “Cir- 
cle; Bee” line of 
feeds. Assisting 
Mr. Lee will be 
Everett E. Ro- 
quemore, who 
will also be in 
charge of all 
Vitality adver- 


Ralph Lee 
tising. 

Both men are thoroughly familiar 
with feed manufacturing and distribut- 
ing problems. Mr. Lee served in the 
feed trade for the past 18 years and 
enjoys a wide acquaintance in the in- 
dustry. Mr. Roquemore was formerly 
advertising manager of the J. J. Bade- 
noch Co., Arcady Farms Milling Co., 
Chicago, and the Cloverleaf Milling Co., 
Buffalo. He has contributed many 
articles on merchandising, advertising 
and sales promotion to leading trade 
magazines. 

“The enviable reputation of Circle 
Bee feeds will be safeguarded in every 
way,” Mr. Lee said. 


“The same care 


The Chicago plant of Vitality Mills, Inc., shown above has a capacity of 35 to 40 
cars of feed per day. Another plant is operated at Kansas City. 


will be used in the selection of ingred- 
ients, the handling and mixing of the 
same, and the rigid laboratory control 
of both materials and finished products.” 

Six of the former Badenoch district 
sales representatives will continue to 
direct the distribution of Circle Bee 
feeds in various territories. Names of 
the men and the states they will cover 
are H. R. Schick, Pennsylvania; E. K. 
Griffiths, Ohio; T. H. Mathews, West 
Virginia; E. E. Neds, Pennsylvania; E. 
A. Coleman, 
Virginia, and 
T. W. Grosh, 
Maryland. 

V.R. Combs, 
president of 
Vitality Mills, 
is active in 
the manage- 
ment of the 
feed division. 
He is one of 
the most wide- 
ly known fig- 
ures in the 
feeding indus- 
try. “We are 
fortunate in 
having at our 
disposal the most efficient, most mod- 
ern labor-saving manufacturing fa- 
cilities available,” Mr. Combs said. “Our 
manufacturing, administrative and sell- 
ing costs have been reduced to an ab- 
solute minimum. 

“Acquisition of the Circle Bee ton- 


Everett Roquemore 
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nage will round out our plan of dis- 
tribution and production in such a man- 
ner that we will be able to operate as 
nearly 100 per cent efficient as is pos- 
sible. 

“We have put into effect very defi- 
nite policies covering the buying of raw 
materials and their conversion into the 
finished products. 

“In order that the dealer may suc- 
ceed it is more important now than 
ever before to supply his trade with 
rations which will increase egg yield 
and milk production as well as a greater 
amount of pork and beef of better qual- 
ity at the minimum feed cost. With 
these thoughts in mind it is our in- 
tention to keep faith with our many 
loyal dealer friends.” 

Associated with Mr. Combs are J. 
E. Walsh, formerly sales manager of 
the Ladish Milling Co., feed depart- 
ment, Milwaukee, which Vitality recent- 
ly acquired; R. C. Combs, who is in 
charge of sales in the Kansas City ter- 
ritory; Alec Reed, Springfield, Mo.; W. 
G. (Buck) Reed, Cincinnati, and Will 
Skillman, Nashville, Tenn. 


CONGRATULATIONS, JIM! 

James H. Vint, manager of the 
Farmers Cooperative Elevator Co., 
Union Grove, Wis., recently celebrated 
his silver wedding anniversary. Jim is 
well-known to Wisconsin feed dealers, 
having been treasurer of the Central 
Retail Feed association and commis- 
sioner of the state department of mar- 
kets. 
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A Fast Selling 
Chick Starter Mash 


Here is a chick ration 

which has been widely adver- 

tised for many years—which 
gives perfect satisfaction 
or the purchase price is 
returned and which is so 
low in price this year that 
thousands of new users 
will be added to the big 
Sterling family. 


NORTHRUP, KING & CO.’S 


STERLING STARTER Masu 


With Dried Buttermilk, Cod Liver Oil 
And All The Necessary Proteins 


Write for sample and price 


Northrup, King & Co., Feeds and Seeds 


WE SELL DEALERS ONLY 


Queen Wheat Feed 


is a Pure 
Wheat offal 
and is man- 
ufactured 
in our own 
mills. Can 
furnish 
Queen in 
straight or 
mixed cars 
with Che- 
rokee Pure 
Bran and 


Cherokee 
Middlings. 


Capital Flour Mills, Inc. 


CORN EXCHANGE 
MINNEAPOLIS, MINNESOTA 


— CRUDE PROTEIN 15.7% 
CRUDE FAT - - 46%. 
CRUDE FIBRE - - 83% — 

ST. PAUL, MINN, 


Office 315 Corn Exchange 
MINNEAPOLIS, 


A sure way to 


MINNEAPOLIS 


greater profit 


Quality feeds mean repeat business. 
Repeat business means greater profit 
through elimination of sales costs. 


The quality of Occident Feeds has been 
maintained for half a century on a 
par with Occident Flour. Milled from 
high protein wheat that has been 
washed and scoured (with all screen- 
ings eliminated) the maximum_ food 
one is found in Occident Feeds. 
Your trade will be quick to appreciate 
this quality and it will develop repeat 
business for you. 


Occident Hard Wheat Bran 

Occident Hard Wheat Mixed Feed 

Alta Hard Wheat Middlings ‘ 

Occident Hard Wheat Standard Mid- 
dlings. 

Oockdont Hard Wheat Flour Middlings 


RUSSELL-MILLER MILLING Co. 
GENERAL OFFICES 


MINNESOTA 


R. L. HERRICK M. H. HERRICK 


100% FOR 
THE DEALERS 


HERRICK 
FEED 
CoO. 


Phones 


135 
118 


HARVARD 


WHOLESALE 
GRAIN & FEED SHIPPERS 


Phones 


135 
118 


ILLINOIS 


R. L. HERRICK, Jr. J. M. HERRICK 
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WHEAT FEED 
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Carpenter, Larrowe Sales Chief, 
Suffers Nervous Breakdown 


USTIN W. CARPENTER, who 
for nine years has served as sales 
manager for the Larrowe Milling 

Co., Detroit, Mich., early last month 
suffered a severe nervous breakdown. 

This is sad but not wholly unex- 
pected news to his many friends and 
acquaintances, for those who knew him 
best often predicted that no man could 
maintain the fast, aggressive pace which 
he followed day in and day out in his 
regular routine of duties. Few if any 
sales managers personally covered as 
wide a field of activities as Mr. Carpen- 
ter in his management of the Larro 
sales organization. 

Group selling and showmanship in 
merchandising, were the cornerstones 
on which he built his campaigns. These 
elements were strongly and successful- 
ly used in practically every Larro sales 
plan, and Mr. Carpenter always took 
the lead in their application. He spoke 
on merchandising before many retail 
feed and grain organizations and gained 
an outstanding reputation among deal- 
ers through this work. 

Mr. Carpenter is now convalescing at 
the Harper hospital, Detroit. After tak- 
ing a series of treatments he will join 
his parents on their poultry farm at 
Fort Randolph, N. Y., where he will 
take a well earned rest. 

The Larrowe executives have granted 


CHARLES G. HAMMOND died 
January 28 in a Buffalo hospital, at the 
age of 72 years. He was for many 
years president of the Huntley Manu- 
facturing Co., Silver Creek, N. Y., man- 
ufacturers of grain cleaning machinery. 
Mr. Hammond retired several years be- 
fore his death and had divided his time 
between Silver Creek and Buffalo. He 
was a member of the Masonic order 
for more than 50 years, having organ- 


ized a lodge in Silver Creek in 1879, and. 


holding his membership until the time 
of his death. 


M. C. BURNS, Buffalo, N. Y., feed 
jobber, has returned to his offices in 
that city after several weeks in Arkan- 
sas recuperating from a recent accident 
which confined him to his home for 
some time. Mr. Burns reported the 
conditions caused by drought in Arkan- 
sas are appalling and urged generous 
support of relief movements. 


FAYETTE FEED MILL, Fayette, 
Mich., owned and operated by H. S. 
Martin and M. E. Bateson, was des- 
troyed by fire recently with an esti- 
mated loss of $2,500 which was partly 
covered by insurance. 


A. L. WAGNER, Haven, Wis., and 
his brother were in Milwaukee the third 
week in February for the 41st annual 
convention of the Wisconsin Retail 
Lumbermens association. 


A. W. Carpenter 

Mr. Carpenter a long leave of absence 
to regain his health and energy and 
meanwhile, his assistant sales managers, 
Ray W. Senusky, M. A. Diehl, and 
Frank Howard will conduct the vigor- 
ous sales campaigns on Larro dairy and 
hog feeds and the new line of Larro 
poultry feeds just introduced to the 
trade. 


JAMES P. GARVER, Madison, Wis., 
president of the Wisconsin Sales & 

torage Co., reports that his firm has 
purchased the sugar beet factory in 
East Madison, remodeled it, and in- 
stalled a grinder, molasses mixer and a 
magnetic separator. The feed mill has 
a grinding capacity of 8 to 10 tons of 
grain and roughage an hour. A 40,000 
gallon molasses storage tank has been 
installed. 


LA BUDDE FEED & GRAIN CoO., 
Milwaukee, has opened a branch grain 
office in Cedar Rapids, Ia.. to improve 
its facilities for handling its trade in 
Iowa and southern Wisconsin. Dick 
Jones has been appointed manager. 


CHAPIN, HALES & HUNTER 

An agreement has recently been made 
between Chapin & Co., Hammond, Ind., 
and Hales & Hunter, Chicago, so that 
Chapin kernels and Unicorn dairy ra- 
tion is now obtainable in the same cars 
with Red Comb feeds. 


The above named Chapin feeds and 
the full line of Red Comb feeds may 
now be purchased from both Chapin 
& Co., and Hales & Hunter sales rep- 
resentatives. 


This informatio. was received by The 
Feed Bag from R. W. Chapin, vice pres- 
ident of Chapin & Co., in a letter and 
telegram, dated February 28. Mr. Cha- 
pin also advises that he has noticed a 
marked improvement in demand and 
that dairy feeds are moving in better 
volume than in the immediate past. 


Eastern Manufacturers Praise 
Feed Code at Meeting 


ANUFACTURERS in the Phil- 
adelphia district who have sub- 
scribed to the feed industry’s 

code of marketing practices, adopted a 
resolution condemning the acceptance 
of business on any other terms than ar- 
rival draft, at a group meeting held 
at the Brunswick hotel, Lancaster, Pa., 
February 10. Eight firms were repre- 
sented. 

Preceding the meeting the manufac- 
turers gathered at the hctel and ex- 
changed greetings and then adjourned 
to the Alpine Grill where they were 
guests of John W. Eshelman & Sons, 
Lancaster, at a dinner. After the group 
had dined, the meeting was called to 
order by J. W. Keller, Pratt Food Co., 
Philadelphia, regional chairman of the 
code. Numerous local and _ national 
problems of marketing were fully and 
freely discussed. 

Unanimous endorsement was given to 
the industry’s code of ethics under 
which the firms represented have been 
operating for several months. Mutual 
respect and trust together with free and 
frank expressions permeated the discus- 
sions. It was decided that future meet- 
ings at intervals of 90 days would be 
held. 
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Those who attended the meeting were 
J. H. Gambrill and Peter W. Chiches- 
ter, Diedrich & Gambrill, Frederick, 
Md.; E. M. Hoffecker, Paul L. Sigler, 
K. S. Kenney and H. F. Schell, John 
W. Eshelman & Sons, Lancaster; Arch 
E. Beck, George I. Godshalk and R. 
D. Ward, Flory Milling Co., Bangor; 
E. Kaufman, Hespenheide & Thompson, 
York; Mr. Keller and W. S. Thomas, 
Pratt Food Co., Philadelphia; J. M. 
Hamilton, Quaker Oats Co., Philadel- 
phia; J. A. Trinley, Jacob Trinley & 
Son, Linfield; Paul B. Wertz and Frank 
M. Hilderbrand, F. S. Wertz & Son, 
Reading. 


JOHN A. NOSER, Millstadt, Ill., has 
purchased the interest of his partner, 
W. C. White, in the Noser Milling Co. 


H. A. CUFF, Portage, Wis., made a 
business trip to Milwaukee recently. 


HOWARD ELSING, Sauk City, 
Wis., has purchased the Von Wald 
Bros. feed mill. 


HIGHLAND POULTRY & Feed 
Co., Greenfield, Ohio, has been organ- 
ized to buy and sell poultry and feeds. 
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Old Man 
Winter 


is here 
Don’t wait until he forces the 


price of Dairy, Poultry and 
Hog Feeds higher. 


Buy now at the lowest prices in 
years in straight or mixed cars. 


LUE RIBBON 1614% Sweet 
Dairy Ration 

LUE BELL 20% Dairy Ration 

LUE BELL 32% Dairy Ration 

LUE BELL Pig and Hog Meal 

LUE BELL Laying Mash 


BLUE 
BLUE 
BLUE 
BLUE 
BLUE 


ELL Scratch Feed 
ELL Growing Mash 
ELL Developing Feed 
ELL Chick Starter 
ELL Chick Feed 


MADE BY 


Brooks Milling 
Company 
Minneapolis, Minnesota 


Are Portable Feed Mills 
Here to Remain? 


(Continued from Page Seventeen) 


Feed Dealers association and the North- 
eastern Iowa Dealers association are 
urging their members to use their in- 
fluence in defeating the bills. 

W. A. Maney, president of the Min- 
nesota organization, in a recent letter 
which he wrote to the senator in his 
district declared that “vhile the feed 
industry does not ask for any protec- 
tion, and while it already has compe- 
tition of every nature and does not ob- 
ject to the competition of the portable 
mill, yet it does seriously object to the 
subsidizing of any form of business of 


this kind from the government through 
relief from any just and reasonable ve- 
hicle tax, which it seems every user of 
an automobile or truck should, pay. 

“The average feed mills throughout 
the state,’ he further argued, “pay 
taxes on their personal and real prop- 
erty and thus stand their share of the 
tax burden and it is only reasonable 
to ask that these portable mills also 
pay their just and reasonable tax. 


BUEHRLE FEED CO., Youngs- 
town, Ohio, was recently entered by 
thieves who escaped with loot valued 
between $600 to $700. The thieves 
were apprehended and the police advised 
that one of them was an employee of 
the firm for more than Z5 years. 


Dependable 


Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Milling, & Products Co. 


LAMAR, COLORADO 


Pierce Bldg. 
St. Louis, Mo. 


‘*The Ideal Protein 
Concentrate’’ 


GO AHEAD AND REGISTER 


SOY BEAN OIL MEAL 


In your next year’s formulas 
Because now you can be sure of 


A YEAR-ROUND SUPPLY FROM 


Write or wire for prices and samples. 


Address DEPARTMENT K 
STALEY SALES CORPORATION 


THE STALEY COMPANY OPERATES THE LARGEST SOY BEAN MILL IN THE WORLD 


Staleys 


_ DECATUR, ILLINOIS 


Made in 9 sizes. Belt or motor 
driven. Single and double head. 


SMALL GRAINS 


in greater volume will be ground into Feed this year than ever before. 
Millers that operate DIAMOND MILLS will grind a large portion of 
this grain efficiently and economically. The grinding season is here. 
We have a Diamond Mill to fit your needs. 


Diamond Huller Co., Winona, Minn. 
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Show Feeders How to Profit 
And They’ll All Buy 


(Continued from Page Ten) 
poor farmer any longer. 

Let me read from a circular mailed 
to his customers by J. W. Kress, Wes- 
tern Supply Co., Sparta, Wis. Prices 
are different in New York than in Wis- 
consin but the basis, of course, is the 
same. (This circular is reprinted in 
connection with this article.); 

The J. L. Ross Co., Superior, Wis., 
also issued a bulletin to its customers 
along the same lines. This bulletin in- 
cludes figures on commercial feed prices, 
which are down, of course, along with 
feed ingredient prices. We will not 
read this entire bulletin but will quote 
a few paragraphs. 

True Value of Money 

“The purchasing power of money is 
its true value. When we sell our milk, 
cream, eggs or other products and re- 
ceive our pay in dollars and cents, we 
often consider only the number of dol- 
lars and cents that we receive and not 
its purchasing power. A dollar in any 
money is worth only what it will buy, 
in itself it has no value other than its 
purchasing power; remove the stamp of 
the government from any piece of 
money issued by it and what is it 
worth? Practically nothing. Money 
then, having no value in itself, is worth 
just what it will buy and is merely 
a handy medium of barter or trade. The 
above being true, and it is true, it does 
not matter whether you receive a dol- 
lar or 50 cents for any given amount 
of anything you have to sell provid- 
ing both have the same purchasing 
power. * * * 

“You are losing money. If you are 
not feeding your cows to the limit of 
their capacity to produce milk, you are 
losing money now and will be a heavier 
loser later on because a cow that has 
freshened during the winter and under- 
fed so that her milk production falls 
off cannot be brought back to full flow 
until she freshens again another year. 
*x* * * 

Greatest Declines on Feed 

“You will see by these tables (we 
are not quoting them) that your aver- 
age returns for milk sold in December 
last was 20.3 per cent less than in De- 
cember, 1929, and your average return 
for cream sold in January, 1931, was 
23% per cent less than in January, 1930, 
while the average cost of stock feeds 
declined 24% per cent and commercial 
dairy feed declined 2334 per cent during 
the same period, in other words feeds 
have declined in price more than either 
milk or butterfat. Can you afford to 
decrease the quantity of milk your cows 
produce because of insufficient feed 
when feed costs have’ declined in price 
more than milk or butterfat?” 

Wee have now quoted facts to prove 
the poor farmer is not really poor and 
have read from two circulars to show 
how feed dealers are meeting the “I 


can’t afford to feed at the prices I am 
getting’ argument. What else are 
dealers doing to keep on an even keel 
in these days of depression? 

For one thing they are paying more 
attention to credit control than ever be- 
fore. They are organizing credit asso- 
ciations and they are getting together 
at little group meetings to discuss slow 
paying accounts. Many dealers are de- 
finitely limiting the amount and dura- 
tion of credit. One dealer I know has 
adopted a definite policy to start suit 
in all cases where any account is six 
months past due. This dealer says: 
“It pays to be a good fellow in the 
feed business but being a good fellow 
has no relation to the operation of any 
feed dealer’s credit department.” 


Better Merchandising Methods 


Selling Methods used by retail feed 
dealers have been greatly improved and 
are still in the progress of being further 
improved. Feed dealers are handling 
specialties, suggesting sales, making 
personal and telephone calls, checking 
up on the business of their friends and 
neighbors and the friends and neigh- 
bors of their associates. They are find- 
ing it necessary to keep on their toes 
in order to avoid getting run down at 
the heels. 

Service merchandising has become a 
big factor in feed store management. 
Progressive feed dealers have found 
that it is both necessary and profitable 
to advise and help their customers in 
their proper use. To sell feed, a dealer 
must be able to show his customers 
how to use that feed at a profit. 

The use of advertising is becoming 
more widespread among retail feed deal- 
ers and the advertising is being car- 
ried on with the idea of really selling 
merchandise rather than merely pub- 
lishing a card stating that “We handle 
feed.” Dealers are using all the ad- 
vertising help they can get from the 
manufacturers of the merchandise they 
handle. They are building good cus- 
tomer and prospect lists and doing a 
lot of direct mail advertising. They 
are also advertising in their local news- 
papers more than ever before. In all 
their advertising, they are stressing 
their service, the fact that they handle 
a complete line of products and they 
are quoting prices. 


Knowledge of Costs 


Feed dealers are keeping better rec- 
ords. They have found out what it 
costs to carry, big slow moving stocks 
on a declining market and so they are 
watching their stocks in order to keep 
supplied with the items which are in 
demand and to avoid accumulating slow 
moving merchandise. Feed dealers are 
beginning to understand the value of 
knowing costs. They are studying 
costs and attempting to find out what 
it costs them to grind, to mix, to handle 
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Happy Granddad 


J. B. Turnbull, Rockdale Flour Mills, 
Rockdale, Wis., is proud of his first 
grandson with whom he poses for a 
picture. Mr. Turnbull and his son, 
Roland, operate a successful flour and 
feed business. They recently changed 
to a cash basis. 


feed in their warehouse, to deliver feed 
to the farmers and to extend credit. 

Clean stores and warehouses are more 
prevalent in the feed business than they 
used to be. The value of cleanliness 
in merchandising has undoubtedly been 
demonstrated by the chain stores, and 
the feed dealers are not only cleaning 
up their establishments and keeping 
them clean but they are attempting 
more and better merchandising displays. 

More Cash Feed Stores 

Last but not least, progressive feed 
dealers throughout the country are 
changing the operation of their busi- 
ness from a credit to a strictly cash 
basis. The movement is spreading in 
every section of the country and it 
will continue to spread because the 
cash operation of a feed business has 
been proved successful. The dealers 
who still hesitate are afraid they will 
lose their customers if they demand 
cash, but they will lose their entire 
business if they don’t insist on getting 
paid. And so we are reminded of a 
little story which we will tell in clos- 
ing. 

“Mother,” a little girl asked, “if I 
get married when I grow up, will I 
have a husband like daddy.” 

“Yes, daughter, I hope you will.” 

“And if I don’t get married, will I 
be an old maid like aunty.” 

“Yes, darling, I suppose so.” 

“Then, mother,’ reasoned the little 
girl, “I surely am in a hell of a fix.” 


Editor’s Note: This address was delivered 
at the recent convention held by the Eastern 
Federation of Feed Merchants at Syracuse, 
N. Y., February 19 and 20. 


JIM THOMAS is now proprietor of 
the Chaseburg Roller Mills, Chaseburg, 
Wis. 
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F e de ra ti on Denou nces cooperative legislation and recommend- 


ed that the delegates ask for the imme- 
Feder al Farm Board diate repeal of the federal agricultural 
(Continued from Page Twenty-three) marketing act and the abolition of the 


offices with great care. Demand to know federal farm board. His talk is pub- 
their platforms and then force them to lished elsewhere in this issue of The 
live up to their pledges. He told of Feed Bag. 


C 4 di 4 his investigation of the federal farm In the evening all business was for- 
OCCU toStS board and the federal marketing act. gotten and the delegates sang, laughed 
Claiming inefficiency in handling the af- nd were entertained at the banquet 

Control fairs of the board he said that the sec- held in the ballroom of the Onondaga 

retary of the board had written to him hotel. Dr. Hugh P. Baker, former man- 


that it was impossible to give him a ager of the trade association depart- 


NOW POSITIVE WITH list of the loans made by the board. ment of the National Chamber of Com- 
“Did they fail to make the entries or ™erce, was the speaker. He told how 
are they ashamed to have the public other trades had been able to success- 
K ASCO see them?” he asked the delegates. fully meet the inroads of competition 
Using the subject, “The Agricultural through concerted action within their 
COCCIDIOSIS Marketing Act and Its Relation to trade association. His talk was punc- 
Cooperative Merchandising,” C. CC. tured with witty stories. 
CONTROL MASH 


Lewis, Lewis Grain Corp., Buffalo, N. Usually the meetings held on the 
Y., gave a scathing presentation of the second morning of a convention attract 


* The ration which makes act and its ramifications through the smaller audiences than those of the first 
possible proper feeding federal farm board. He traced the his- day but this year the Hiawatha room 
balance during control tory of the cooperative efforts through Was filled and all available standing 
period. many centuries and showed that only places were taken when Judge Har- 

a few had ever been successful. When Per was introduced to speak on the 

Write for free booklet, infor- they are successful, then some private Subject, “What the Eastern Farmers 
mation and quotation. enterprise soon gets control of them. Think of It Now.” 

He urged the feed merchants to as- Explaining that he was a farmer and 

KASCO MILLS, Inc. sist the farmers to better methods of that he had talked with hundreds of 


WAVERLY, N. Y. or TOLEDO, O. 


feeding and production, emphasizing Other farmers in central New York, 

that loyal farmers were not swayed Judge Harper said that he could speak 

from their feet by spellbinders who held With some authority. 

out to them systems that would ulti- “The farm board,” he said, 

mately harm them. true to the principle for which it was 
President McIntyre, as the next created and the eastern farmers are suf- 

speaker, gave a complete analysis of fering as a consequence. In 1929 there 


“is not 


THIS LABEL IS A SYMBOL THAT 
STANDS FOR QUALITY IN FEEDS 


A Mixer Lasts for Y ears 


If you want to build up a permanent 
successful feed business, investigate the 
Burton mixing principle today. Thousands 
of dealers are using Burton Mixers. Ask 
the man who owns one. 


Thousands of feeders demand feeds bear- 
ing this label as it guards their interests 


and increases their profits. Write for illustrated folder describing 
| Flory feeds are built to meet the nutri- the mixing action of this unusual machine 
tional requirements of the most exacting —ask us about the liberal terms on which 
feeders of live stock and poultry. it is sold. 
FLORY MILLING CO. INC. Burton Feed & Mixer Company 
EST. SINCE 1853 BANGOR, PENNA. 


2844 W. Grand Blvd. Detroit, Mich. 
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were in the United States 224 million 
dairy cows and they were worth on an 
average of $85 per head. In 1931 there 
are 234 million dairy cows and their 
average value is $56 per head. That 
is the result of stabilization. The 
Dairymen’s League said that it would 
stabilize the price of milk and butter. 
And it has. The farmer is now get- 
ting about four cents a quart for milk 
and butter is the cheapest in many 
years. 

“Due to the drop in the actual value 
of dairy cattle the farmers of this coun- 
try have taken a loss of more than 
$700,000,000. That 
loss is just as real 
as the losses that 
business men have 
taken in the stock 
market or from de- 
preciation in the 
value of their mer- 
chandise. The east- 
ern dairy farmers 
have taken the 
greatest losses.” 

He pointed out 
that while wheat 
constitutes only about 6 per cent of the 
national farm produce, the federal farm 
board set aside about $440,000,000 to 
stabilize the wheat market. “The poul- 
try market is stabilized, too,” he said 
ironically, “and eggs are selling in my 
town for 20 cents per dozen.” 

Dairy Industry Neglected 

The dairy industry constitutes about 
26 per cent of the farm production and 
yet only $20,000,000 was used to sta- 
bilize that branch. “If they had ap- 
propriated any more it would probably 
have been twice as bad,” he added. 

Politics, not farm relief, was the real 
motive behind the loans, he said. No 
board can stabilize anything, he argued, 
and that is proved by the fact that 
every effort they have made has been 
unsuccessful and harmful. 

LeRoy E. Thorpe, Carbondale, Pa., 
merchant, explained how his firm had 
increased its business by establishing 
regular routes and maintaining a sys- 
tematic follow-up. Other merchants 
took part in a discussion of trade prob- 
lems. 

H. E. Babcock, Ithaca, N. Y., gen- 
eral manager of the G. L. F., spoke 
briefly on the future outlook for the 
eastern feed trade. He read from a 
paper which he had prepared and which 
is published in this issue of The Feed 
Bag. 

At a business meeting, which con- 
cluded the convention the various com- 
mittees gave their reports and plans for 
the summer meeting were outlined. 
President McIntyre predicted that the 
annual meeting in June would bring 
out an even larger attendance than the 
Syracuse convention. 

After voting that Syracuse should be 
the scene of the next winter meeting 
and saying a lot of nice things about 
President McIntyre, who had worked 
hard during the year to make the fed- 
eration successful, the convention ad- 
journed. 


Judge Harper 


E.SNCBA 
This season an even larger number of feeders than last season 
found CoTTONsEED MEAL an economical and efficient source 
of protein. Feed manufacturers who use COTTONSEED MEAL in 
their feeds are finding an ever-increasing demand. Check the 
results being obtained by feeders using CoTTONSEED MEAL in 
your community, with a view to adding this protein supple- 
ment to the feeds you sell; and let us send you all of the sales 
features of COTTONSEED MEAL. 


Another Feeding Season Proves 
The Value of Cottonseed Meal! 


1931 
FEEDING 
PRACTICES 
ESS 


Every feed man- 
ufacturer should 
have this book— 
mailed free 


National Cottonseed Products Association 


1408 Santa Fe Bldg., Dallas, Texas 


1207 Nat’] Loan and Exchange Bank Bldg., Columbia, S. C. 


Sunset Feed & Grain Co., 


CHAMBER OF COMMERCE 
BUFFALO, N. Y. 


FEED JOBBERS 


Also Representing: 


<a} ‘‘All your needs in grain and feeds’’ fe 


BRANCH OFFICE 
MIDDLETOWN, N. Y. 


J. C. HUBINGER BROS. CO., Keokuk, Ia....................02-00055 Gluten Feed 
HENRY LICHTIG & CO., Kansas City, Mo...................--.- Milo and Kaffir 
FAIRMONT CREAMERY CO., Omaha, Neb...................- Dried Buttermilk 
JOHN F. CRAIG & COMPANY, Philadelphia, Pa............ Blackstrap Molasses 
MUTUAL RENDERING CO., Philadelphia, Pa...................-0+-- Meat Scrap 
OYSTER SHELL PRODUCTS CO., Philadelphia, Pa................. Oyster Shells 


Inc. 


FOR FEED MIXING 


TANK CARS—BARRELS 


Excellent Quality and Service 


CORPORATION 


P. O. Station E 


Cane Molasses 


NATIONAL MOLASSES 


PHILADELPHIA, PA. 


Wooster Feed Mfg. Co., Wooster, Ohio, 
Since we have handled Candied Copra 
for a considerable length of time, we are 
in a position to know something of its 
merits—this knowledge we have gained 
in a practical way, directly from the 
feeders in our vicinity. As evidence as to 
how the feeder likes Candied Copra, will 
say that we have not, up to this time, 
started a single customer using it, who 
has discontinued its use, and our list of 
customers is still rere 
THE HAYNES MILLING COMPANY 
S. M. Haynes 


full information. 


RA 


TURN your formulas into sweet, palatable mo- 
lasses feeds with this new molasses meal. E 

to handle,and makes a wonderful improvement in 
your products. Especially fine for poultry mashes, 
where even texture and uniformity are of greatest 
importance. An excellent retail commodity tooffer 
your trade, that becomes popular with the farmers 
wherever it is sold. Write for delivered prices and 


asy 


The Wooster Feed Mfg. Co. 
WOOSTER, OHIO 
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When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


you are handling the best the 
world produces--and it doesn’t 
cost you one cent more than 
the other kind. 


Darling & Company 


Department A, Chicago, Ill. 


STATE DISTRIBUTORS 
LaBUDDE FEED & GRAIN CO. Milwaukee 


NATICOG 


REG. U. S. PAT. OFF. 


GENUINE CUBAN BLAC 


260 SOUTH BROAD STREET 
PHILADELPHIA, PENNA. 


CHICAGO NEW ORLEANS 


MOLASSES 


KSTRAP 


The NORTH AMERICAN TRADING and IMPORT CO. 


Wire or Phone for Quotations 


BUFFALO 


ALL GRADES 


Cottonseed Meal 


Arrival Drafts 


Quick Shipments 


Established 1898 


Humphreys-Godwin Co. 


“FOR BETTER SERVICE” 


Phone 
GENEVA 
7389 


HIAWATHA GRAIN COMPANY 
GRAIN MERCHANTS 


MINNEAPOLIS 
MINNESOTA 
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CHESTER GEMPELER, Brodhead, 
Wis., has sold his interest in the Blue- 
bird Milling Co., which operates feed 
mills in Brodhead and Orfordville, Wis., 
to his partners, Herman Pinnow and 
Harry Leng. 


E. C. DREYER, Dreyer Commission 
Co., St. Louis, Mo., who has been in 
poor health for some time, writes The 
Feed Bag that his one poor eye is im- 
proving slowly and that his physician 
advises that he will eventually recover 
part of his sight. 


F. J. BRADFORD, vice-president, 
Arcady Farms Milling Co., Chicago, re- 
turned to his duties February 4 after 
spending several weeks in Florida. 


FEATURE 


(0 LBs NET 


CHICK 


Here's the right form of mineral and 

inding material for baby chicks— 

earl Grit No. 1. Particles are the 
right size and shape. Lime in natural 
form. Very soluble. Builds strong 
bones. Hastens growth. No odor or 
taste to induce overeating. No in- 
fection from decayed animal matter. 
Pure, clean, wholesome. Should be 
given to chicks from the start. 


Pearl Grit No. 2 is for half-grown 
and mature birds. ens need it 
especially right now to assist egg 
production. Recommend both sizes 
of Pearl Grit to your customers. Also 
Pearl Powdered Limestone for 


and livestock home-mixed 
eeds. 


Convenient, Profitable to 
Handle 


Pearl Products are put up in both 
100-Ib. bags and 10-Ib. cartons. 
Sell them in original packages. Save 
yourself the trouble and loss of 
scooping, weighing, and sacking 
bulk material. You'll please your 
customers better and make more 
money. 


Meet the demand 
created by our ad- 
vertising. Display 
Pearl Products.Order 
from your jobber 
Or write us. Don't 
pass up this profit- 
able business, 


PEARL GRIT CORP. 
503 Bridge St. Piqua, Ohio 


AD ES 
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ROCKFORD FEED & Supply Co., 
Rockford, Ill., was recently opened for 
business by C. L. Schreiner. 


WESSMAN FLOUR & FEED CO., 
Rockford, Ill., has been organized by 
Alfred and Ralph Wessman to conduct 
a retail flour and feed business. 


RILEY SMITH, Brownsburg, Ind., 
has built an addition to his general 
store and has installed feed grinding 
equipment. 


GIBSONBURG MILLING 
Gibsonburg, Ohio, has remodeled its 
mill and installed a molasses mixer. 


Est. 1885 


The Gruendler Combination with hopper 
and forced feed table does the entire job. 
Whether you wish to grind free flowing 
grains or any kind of roughage, this combination is all you need. Con- 
structed in such a way that either unit can be run separately and is so 
sturdily built that it will give an ordinary lifetime of service. 
not now, you soon will be making sweet feeds. 
you will need for your preliminary grinding and mixing. You no longer 
need two or more grinders, this combination does it all. 


The greatest development in a feed grinder to meet all requirements. 


Write for illustrated literature 


Gruendler Crusher & Pulverizer Co. 
ST. LOUIS, MISSOURI 


Have One 
Machine 
Do It 
All 


If you are 
This is just the grinder 


Dept. C 


ICOLLET 
HOTEL 


the Gateway” 


of 
Minneapolis 
NICOLLET - WASHINGTON 
HENNEPIN AVENUES 


—600— 
First Class Rooms 
AND 


Three Restaurants 
at MODERATE RATES 
Excellent Food 


Courteous Service 
Central Location 


Ww. B. GLARK, MANAGER 
Home of W CC O Studios 


Write for your copy. 


Feeds and Feeding 
with THE Baa 


210 E. Michigan Street 


Feeds and Feeding 


Latest Complete Illustrated Edition 


By Henry anv Morrison 


A GOOD BOOK TO READ. 


It will give you the most com- 
plete and accurate informa- 
tion available on feeding, feed 
ingredients and feed mixing. 
A big help in merchandising. ' 


Feeds and Feeding . 


for one year..... $5.50 


Che feed Bag 


Milwaukee, Wis. 


CHICK FEEDS 


$4.50 the chicks. 


Doughboy feeds? 


OUR poultrymen will appreciate the 

the results they obtain from Dough- 
boy Chick Starter Mash. 
in Doughboy Starter Mash lowers the 
mortality and increases the growth of 
It promotes healthy flocks 
and keeps poultrymen satisfied so that 
they become good customers for Dough- 
boy Laying Mash. 


“‘Look for the Soldier on Every Sack’’ 


New Richmond Roller Mills Co. 


NEW RICHMOND, WIS. 


Doughhoy 
Chiek 


Starter 


for 
Faster 
Growth. 


Yeast foam 


Are you handling 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


HAY FOR SALE 


Clover and Clover Mixed- 
Prairie ner. Delivered prices quoted. JOHN 
DEVLIN HAY CO., 192 North Clark street, 
Chicago, Ill. 


POSITION WANTED 


Position wanted as manager for coo 
feed company or large feed dealer. 


rative 
ave my 
own power plant, grinder, mixer and molasses 
mixer. Know the feed business. Can make 4 
kind of feed. Write GK-32, c/o THE FE 
BAG, 210 East Michigan street, Milwaukee, Wis. 


CLOVER SEED FOR SALE 
Medium and Mammoth Clover Seed. Extra 
fancy quality. Write for samples. $24.00 
hundred. Write S. H. VAN GORDEN & SON, 
Black, River Falls, Wis. 


S. H. VAN GORDEN & SON, Black 
River Falls, Wis., offers a $500 reward 
for the arrest and conviction of the 
thieves who entered the tirm’s elevator 
at Alma Center, Wis., February 6 and 
stole a large quantity of clover seed. 


ALVIN H. JOHNSON, Oconomo- 
woc, Wis., has sold his interest in the 
Johnson Seed Store to his brother, Geo. 
C. Johnson, and has purchased the R. 
H. Lange Seed Co., Jefferson. 


WILLIAM BEGUE, Oak Park, IIL, 
purchased the building formerly occu- 
pied by the Marengo public library, 
Marengo, IIl., and has remodeled it into 
a flour and feed store. 


FOLEY SEED STORE, Murdock, 
Minn., was destroyed by fire recently. 


O. E. M. KELLER, for many years 
manager of the feed department of the 
J. J. Badenoch Co., Chicago, advised 
The Feed Bag that he has not gone 
along to or with the Vitality Mills in 
connection with Vitality’s purchase of 
the Badenoch feed business as of Febru- 
ary 16. Mr. Keller expects to remain 
in the feed industry, of which he has 
been a pioneer member, once serving as 
president of the American Feed Manu- 
facturers association, but plans to give 
the matter of how and where he will 
work careful consideration before mak- 
ing any new connection. 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 
Write for our prices in straight 
and mixed cars with bran, midd- 


lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


VITALITY FEED STORE, Rush- 
ville, Ind., is open for business again 
and is sellingij a complete line of feeds, 
flour and grain. 


CALDWELL MILLING & Feed 
Co., Caldwell Ohio, has opened for 
business and will retail flour and feed. 


No-Milk Calf Food 


LEADER FOR 45 YEARS<—-q@ 


National Food Company 
FOND DU LAC, WIS. 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


E.J. KOPPELKAM CO. 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 0032, Daly 0783 


Member Chamber of Commerce 


DRIED BUTTERMILK 
DRIED SKIMMED MILK 
Feed System Engineers 
Feed Mill Machinery 
Feed Formulas 


S. T. EDWARDS & CO., INC. 


110 N. FRANKLIN ST. CHICAGO, 


CEREAL 


GRADING CO. 
MINNEAPOLIS 
SPECIALIZE IN 
GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 


SEED OATS 


Natural No. 2 White Recleaned—40 Ib. 
BULK OR IN SACKS 


J. F. ZAHM & CO. 


TOLEDO, OHIO SINCE 1879 


NEBRASKA CONSOLIDATED TRY US. 
MILLS COMPANY 
Mother’s Best Flour M.G. RANKIN & CO. 
Swedish Type 


Reliance Feed Co. 


MILLFEEDS 
500 CORN EXCHANGE 
MINNEAPOLIS, MINN. 


GRAIN 
FEED | 


Chamber of Commerce 
MILWAUKEE, WIS. 


Rides Foam Meal 


Is ALL THAT THE NAME IMPLIES 

Best because it is manufactured as a 

specialty in a specially equipped mill. 
RYDE & CO., Chicago, Illinois 


More dealer’s "accounts solicited 
DROP US A CARD FOR PRICES 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL. ETC. 


502 Corn 
Puone MILWAUKEE 
MINNEAPOLIS, MINN. ig MINNS WISCONSIN 


usiness | 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. CO. 
EstasusHep 1894 
PRINTERS 
LITHOGRAPHERS 
BINDERS 


522 MILWAUKEE STREET 
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Attend Your Convention 


April 24 and 25 
California Hay, Grain and Feed Dealers 
Association, San Francisco. 

May 12 and 13 
Illinois Grain Dealers Association, Jeffer- 
son Hotel, Peoria, Ill. 

June 1 and 2 
Central Retail Feed Association, Mil- 
waukee, Wis. 

June 4 to 6 
American Feed Manufacturers Associa- 
tion, French Lick Springs Hotel, French 
Lick, Ind. 

June 16 and 17 


Ohio Grain, Mill and Feed Dealers Asso- 
ciation, Cleveland Hotel, Cleveland. 


July 23 and 24 
Association, Buffalo, N. Y. 


October 12 to 
Grain & Peed Dealers National Associa- 
tion, Rice Hotel, Houston, Tex. 


JOHN DERENDINGER, Blanch- 
ardville, Wis., has purchased a ware- 
house in that city which he is remodel- 
ing into a feed mill. 


RECORD CAR OF BARLEY 

One of the largest cars of barley ever 
shipped into the Milwaukee market was 
recently received from the Runte Ele- 
vator, Hilbert Junction, Wis. It con- 
tained 2,677 bushels and was consigned 
to the Mohr-Holstein Co., commission 
merchants, Milwaukee. Theodore H. 
Runte is proprietor of the Runte ele- 
vator. 


MYLES 
LOUISIANA SALT 


**Nature’s Purest’’ 


Here is an economical 
salt, because its strength 


and purity make possible There t It! V 
the use of less Myles Salt Abou am \*t 
“A” h, 
than any other salt to do saree promote France | 
Authort are necess build UP days 
a given job. It contains vitamin. vitalitS, the da A 
no moisture when packed vo river Ol | AQ 
di d 1. Certified “p” Vitamins y, 
and 1s guaranteed not to Marden’ and |4 
. a N 
harden. Farmers like supplies ana nacoral 
their full js not oil, 
: : t ertified ‘aependable 4 use 
even-running grain and rested, amd, most ying 
For the protectio wing nd 
general all around use on of 
the farm mashes: weite for Free 


Packed in MylesHome- 
spun Grey or White Bags. 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL. 
Telephone State 6276 


512 Columbia Street, Somerville, Mass. 212 East Ohio Street, Chicago, Ill. 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


CAMEL Wheat Mixed Feed 


CAMEL Feed is equally well suited for either dairy cows, for hogs, 
or for poultry mashes. It is an ideal feed for a dealer to carry and 


is reasonably 
ZEBRA 
Special Middlings 


ZEBRAS make a rich slop for little pigs. 
They are rich in quality and their low 


cost makes them increasingly popular with 
the trade. 


EXCELSIOR MILLING CO. 


Molasses 
Peat Moss 
Pearl Grit 
Salt 


Car Lots .. Ton Lots 


FEED SUPPLIES, INC. 
506 Chamber of Commerce 
Milwaukee Wisconsin 


KREAMO 


SWEET DAIRY FEED 
1644% PROTEIN 


MINNESOTA FEED COMPANY 
MINNEAPOLIS, MINNESOTA 


Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds 
Shippers of Corn and Oats—Write for Samples and Prices 
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times as strong in Vitamin A 
potency as yellow corn. « « « 


This factoralone would 
make this meal an ex- 
cellent ingredient even 
if it had no protein. 


Strengthen your chick 
starter, growing and 
laying mashes with this 
rich concentrate— 
Vitamin A_ vegetable 


protein combination. 


Douglas Corn Gluten 
Meal is a profit adding element in the 
ration of fattening cattle and lambs. 


This is all checked up in our new book- 
let, now ready for mailing. If you 
haven’t received your copy, send for it 
today. It’s free. 


ENICK & FORD LTD., INC. 


CEDAR RAPIDS, IA. 


L. Teweles Seed Co. 


MILWAUKEE 


TUNE IN on WLS Chicago 
every Monday, Wednesday 
and Friday Noon at 12:15 
Central Standard Time. You 
will find it an interesting 
program. 


WISCONSIN 


Distributors of the 
FAMOUS BADGER BRAND SEEDS 
and SEED CORN 
The Largest Seller in Wisconsin 


THE 


New Dynamic Feed Mixer 


It is likely that you have 
heard many good things 
said about this 


Molasses Feed Mixer 


but even so, you have 
not been told half of the 
story. 


Why not get all the facts 
from headquarters? 


Write for our 115FB Catalog 


S. HOWES CO., INC., 
EUREKA WORKS 


SILVER CREEK, N. Y. 
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the Dealer 


WHO WONDERS 


HOW TO DO MORE BUSINESS 
THIS SEASON 


“In the rations of both young 
chicks and mature pullets cod 
liver meal is superior in its 
effect upon growthand amount 
of pigmentation.” — New 
Hampshire Agricultural Ex- 
periment Station. 


OTH cod liver meal and cod liver oil are 

used in really effective quantities in True 
Value Chick Starter Mash. Dealers through- 
out our entire trade territory have found that 
their poultrymen who start chicks on True 
Value save greater numbers, grow them 
faster and produce birds which are good 
layers and heavy eaters. All of which 
means that when you start your feeders the 
True Value way it results in more business 
for you. Your poultrymen will have greater 
numbers of healthy, greedy birds when they 
feed True Value. 


Manufactured by 


CHICAGO » » » KANSAS CITY 


Successors to Feed Department, Ladish Milling Co. 
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171 More Badger 


Dealers Sell 
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FLOUR 


Convincing Proof of Growing Popularity 


In every station on the above map, 
there’s a dealer who knows it’s easy 
to sell King Midas flour. The black 
dots represent dealers who are ‘‘old 
timers’ in the King Midas family. 
The red dots are dealers who have 
started selling King Midas within the 
the past two years. The swing to 


King Midas, growing steadily, has 
made King Midas a leader in Wiscon- 
sin. Its success is deserved, because 
King Midas quality pleases the house- 
wife and King Midas policy protects 
the dealer. Your territory may still 
be open—ask the King Midas salesman 
or write direct to the mill. 


KING MIDAS MILL CO. 


MINNEAPOLIS, MINN. 
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